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Licensing Shoe Clerks? 


BY DAVID M. BARRY 
of Abish & Barry, Pawtucket, R. I. 


ELIEVING that the public of today is beginning 

B to realize more and more the great importance of 

shoes properly fitted to feet, and the injury and 

effect to health and mind which may be, and in the great 

majority of cases actually is, caused by unintelligent 

sales effort, it is high time that retailers of the country 

take some active and forward steps toward remedying 
this condition. 

It must be realized to begin with that there will always 
be misfitted shoes; there will always be the cheap shoe 
of very little worth, and there 
will always be that class of peo- 


The goal to be sought by the industry should be to 
have proper legislation passed in each State requiring 
that any retail shoe store handling and selling so-called 
corrective or arch type shoes be compelled to carry a 
representative assortment of sizes in their store, and 
that they be fitted and sold only by a licensed shoe man 
who has taken, and successfully passed, a required ex- 
amination before a board of examiners, consisting of the 
foremost shoemen in the State in which he is employed. 
Before this can be accomplished, however, it will be nec- 
essary to take preliminary steps 
leading up to this point. 





ple who care little about the fit- 
ting of the shoes, as long as it is 
the style they have in mind. The 
following suggestions are meant 
to apply to the shoes of merit, 
and to the customers, who, in 
good faith, spend their money 
at some particular store, with the 
expectation that they are to be 
honestly served and that they can 
safely rely on the advice and 
judgment given them. 

This work is something which 
cannot be accomplished over 
night, and it is only through the 
cooperation and willingness of 
different State and sectional as- 
sociations, working in conjunc- 
tion with the National Associa- 
tion, that any headway can be 
made in this direction. 











Technical training and recognized 
degrees for shoe salesmen—why 
not? 


If each State association would 
take this matter under considera- 
tion, and act favorably upon it, 
an examining boa''d could be ap- 
pointed from within their own 
membership, which board would 
have the power to grant a cer- 
tificate to salesmen, who after 
taking a course of instructions, 
successfully passed a prescribed 
examination. The national asso- 
ciation could lend a hand by se- 
curing from some recognized 
school of chiropody, or else- 
where, a complete course dealing 
with the anatomy of the foot, the 
different types of shoes and lasts 
required for the different types 
of feet, etc., and from this course 
each examining board could select 
their own tests. 

[TURN TO PAGE 50, PLEASE] 
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In the height of 

Fashion in the 

Sunny South in wide 
open shanks 


Open S'hanks 


Now the expectations are that this will be the 
No 
shoe is more typically a Summer shoe than the one with 


greatest season of open shank shoes ever. 


the open shank. It is the very latest in footwear con- 
struction. It covets the heel and the toes and little else. 
It is the minimum of upper leather and the maximum of 
wide open spaces. It may be doubly attractive, therefore, 
in a season when open shanks lead to no hose and 
sun-tan. 











Shanks and open effects 
have the greatest eye 
and style appeal in the 
coming mid-summer 
season. Never were pat- 
terns more beautiful. 
These two 
colors are works of art 
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Loom Big 


The Next Step Is Sun-Tanned Insteps 


’ ; NHIS sun-tan fad is evidently going the limit. 


This fad of bare-legged, and now bare-footed women, 
is so unusual that it should be watched for its fashion 
valuation. It is true that there is a hosiery fear that this 
sun-tan vogue will sweep away some of the profits on 
hosiery. It may, in the same way, increase the profits 
on footear, because here is a vogue that may develop 
some distinctive type of footwear that will sweep 
through a Summer season with a great demand. 

Open shanks were once limited to fine evening wear 
and superior shoe making. Now open shanks are in 





in pastel 
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general wear footwear, and are not limited to any time 
of the day, function or event. 

As a spectator sport type of shoe, it has been accepted 
in the South and particularily by those fadists who have 
taken up the bare leg movement. 

A startling innovation has developed, however, on the 
Pacific Coast. From Hollywood we get fashion advice 
that Grecian sandals and even high Roman sandals are 
in favor. When a woman wears a high Roman sandal 
the effect of nakedness entirely disappears. The high 
Roman sandal seems to carry the idea of a bare leg 
without drawing attention to it. At the same time the 
sun has a chance to shine and burn through the open 
cut-outs. 


N open shank footwear a similar effect is to be no- 
ticed. Toes are not particularly attractive as such, 

neither is the heel, with or without its back spurs, 
but the middle part of the foot is not without its beauty. 
As a result, if the bare legged fad does take, look for 
an interest in open shanks as such. 

Developments will show whether the idea of the 
Grecian and Roman sandals, both high and low, have 
the merit of popularity. High style shops would welcome 
some unusual type of shoe this season, if for no other 
reason than it offers an opportunity for extra pairs other 
than in the open sandal field. 

Many merchants feel that the 
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signed to be more effective with soft, fluffy fabrics and 
clothing of mid-Summer wear. 

The open shank sandals of June, July and August sale 
are usually in pastel and vivid colorings. The Shantung 
fabric, rough linene and awning cloth fabrics have a 
place in this division of fancy shoes. Some of the straw 
hat and Panama weaves will return to favor, and all of 
the light and fancy leathers swing into a new usefulness. 

This is one season when the trade feels that there is 
an extra profit to be had in June, July andAugust in 
typical Summer shoes. 

Whether or not the majority of women adopt the 
bare-legged vogue, the effect of bare legs will be striven 
for and attained by wearing sheer hosiery of sun tan 
hue. This simulation will lead to exactly the same re- 
sult, so far as shoes are concerned, as the actual bare 
leg. The tendency to wear footwear that will reveal as 
much of the foot as possible is certain to be extremely 
strong and many women, who never before have worn 
such shoes will demand them this summer. 

The problem of proper fitting in this connection is 
bound to be large. Unless fitted snugly, open shank 
sandals are likely to gape. A too snug fit causes the 
flesh to bulge at the sides. The proper placement of 
the strap, particularly the angle at which it crosses the 
foot is most important. Of course, such shoes have not 

as much support in the arch 
as closed up patterns. In the 





run of woven sandals will con- 
tinue high, as countless num- 
bers of women have never 
owned a pair. Those who have 
previously bought woven san- 
dals may now be interested in 
something further advanced— 
maybe the Grecian and Roman 
sandal, with gold thongs and de- 








lower heeled models, of course, 
arch support is not as im- 
portant as it is in the higher 
heeled styles. These are all 
points for the shoe salesman to 
study in connection with the fit- 
ting of individual customers. 
Extra care in fitting open shanks 
must be observed. 











Study open shank shoes 
with a view to their bal- 
ance and proportions. The 
shoe that looks good in a 
size 4B may be a mon- 
strosity in an 8C. Quarters 
need careful selection as 
the sizes grade upward. 
Five types of smart open 
shank and T-strap shoes 
in the very latest style, de- 
signed especially for mid- 
summer wear. These types 
of shoes can be bought 
across the board in all 
colors with harmonizing 
trimmings. 
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Handling the | ( 


b Wants / 








(The customer enters and asks for the salesman who has 
served her before. She is a young woman, whose older married 
sister is a regular customer in this salesman’s clientele. The 
Ae seats her and calls the salesman, who approaches at 
once. 


Salesman—Good morning, Miss Graham. How may 
I serve you today? 

Customer—I want some shoes; but I haven’t any idea 
what kind. You tell me, Mr. Brevor, what I want. 

Salesman—I think I can show you a good many shoes 
you'd like to have, for many of our spring styles are 
already in stock, and we are making early displays of 
the newest footwear of interest to people going South. 

Customer—That’s lovely! For I’m going South next 
week, with my sister. Usually I stay at home and work 
in the office all through the winter, while Bess and Mr. 
Bruce are away. But this year both insist that I go to 
Florida with them. 

Salesman—This is just the time to go, isn’t it? You'll 
miss our changeable northern weather, between winter 
and springtime. I suppose you want new shoes today to 
take with you. What sort have you in mind? 

Customer—That’s just the point. I haven’t anything 
special in mind. You will have to advise me. 

Salesman— (Keeping in mind certain facts: That this 


regular customer of his always leans upon him more. 


or less completely for advice about the footwear she 
buys; and that he must not try to sell her as many pairs 
as he might her sister, whose husband can easily afford 
to pay for all the shoes she will ever think of purchasing, 
while this younger girl must meet her own footwear 
expenses out of her own earned income.) I'll bring 
some of the new shoes for you to see, Miss Graham. 
(Goes to stock shelving and spends four or five minutes 
in. selecting a few styles in afternoon slippers, with which 
he returns to customer.) I suppose one of the first 


Second of a Series on 
Customer Types 


By O. K. JOHNSON 


essentials is a pair of pretty slippers for afternoon. 
Here are some of the most recent designs, all in your 
size, 6 B. (Holds up for her to see, then hands her 
for closer inspection, first a strap slipper in French 
tan kid with alligator trim, then a grey ooze slipper with 
a trimming in the latest dark blue shade, then a black- 
and-white combination with buckle and small tongue, 
and finally an all-patent leather slipper with a higher heel 
and an attractive, perky, high-arched effect.) 
Customer—Now you have done it! I’d like to own 
every one of these pumps; but you’ve simply made it 


impossible for me to decide on any one of them. Which- 
ever style I might choose, I’d sometimes be sorry I’d not 
picked out one of the others. 

Salesman—You’d be sorrier some day if you thought 
I hadn’t shown you a good assortment of the new things. 
You'll have no difficulty in making up your mind be- 
fore we get through. I'll slip these on, and you can see 
just how they will look on the foot. 





March 16, 1929 


BOOT AND SHOE RECORDER 


ustomer Who 


DVICE 


Last week Mr. Johnson discussed the 
know-it-all customer. This week it’s the 
customer who can’t make up her mind. 
Next week he will discuss how to handle 
the talkative customer. 


Customer—( Having seen the four styles on her foot). 
They are all good looking. But I’m afraid the black- 
and-white is too striking for me. I don’t know what 
clothes I have that this blue-and-grey would go with 
nicely. And, though this patent leather slipper is pretty, 
it doesn’t feel quite right in the arch. I suppose the heel 
is too high; it’s higher than any I have worn. 

Salesman—(Ignoring the difficulties she mentions. ) 
Let me put this brown slipper on once more. This 
French tan, in combination with genuine alligator, is 
particularly fashionable. And one thing about it must 


be emphasized—it goes well with so many of the fabrics 
and colors in spring costumes. 
Customer—But can I wear this pump? 
doesn’t look like any I have had before. 
right now; but tell me—will it be comfortable? 
Salesman—The hee! is a little smaller and lighter 
looking than the one you have been wearing; but it is 


The heel 
It feels all 


the same height. The shank is well sprung up under 

















the arch of the foot, as you see. I can’t imagine you 
would ever have the slightest difficulty with it. 

Customer—Is it the right size? Isn’t it too large? 
It feels too full here in front. But of course I can’t 
be sure. You'll have to tell me. 

Salesman—We’'ll just make sure about the size. It 
is a 6 B, the same size you have been wearing for a 
long time. (Goes to shelving and returns with a 6 A.) 
It wouldn’t do to try to wear anything shorter, but here 
is a width narrower. (Slips it on her foot.) How 
does that feel? 

Customer—I’m afraid it pinches a little right here on 
top of the toes. If the other is too large and this is too 
tight, what shall I do? 

Salesman—The difference is very slight, only a quarter 
of an inch in circumference at the ball. It is too small 
a difference to be detected by the eye. But it is some- 
times just enough to account for a great deal of foot 
discomfort. My advice is to stick to the 6 B. In my 
judgment it is a perfect fit. 

Customer—If you advise it, I shall take this pair. 

Salesman—I know you will enjoy wearing this pump 
with your afternoon frocks. But how about evening 
footwear ? 

Customer—That silver brocade slipper you sold me 
before the holidays, will that be all right? Or must I 
have something new? It’s a perfectly good slipper that 
I ought to be able to wear many times more. 

Salesman—It will be entirely correct. Where you 
are going you'll find many women wearing silver slip- 
pers. But one other thought: You will be out-of-doors 
so much, so active in walking about, hiking, indulging 
in sports as well as looking on, that you will need a 
suitable walking shoe. I'll show you one that will be 
ideal. (Goes to stock shelving, returns with a tan 


[TURN TO PAGE 51 PLEASE] 
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The “‘Army Shoe’’ Racket 


ICK up a shoe in a so-called “Army supply” store. 

You will note that it has stamped on the bottom 
“U. S. Army Shoe.” You will also note that it is 
stamped “Inspected.” Invariably you will also find 
burnt into the sole the initials of the foreman of the 
factory. 

The shoe is not an Army shoe; it has not been of- 
ficially inspected and may not contain the ingredients 
and quality insisted upon by the U. S. Government in 
its official footwear. 

A prominent Congressman, a member of the Ways 
and Means Committee, challenges the trade: “The shoe 
is manufactured and distributed for the purpose of con- 
vincing the consumer that they are buying a shoe that 
has been inspected and approved by the officials of the 
War Department.” The Congressman also wanted to 
know whether such fraudulent intent was countenanced 
by the shoe industry. 

He was told the protest had been made and that the 
practice of making and stamping such shoes did not 
have the approval of the shoe industry, nor were such 
shoes sold in legitimate shoe stores. 

These fraudulent U. S. Army shoes are on sale the 
country over. Some of them are well-made shoes worth 
the price, and in all probability would serve and sell as 
well without the stamp. Workers and former soldiers 
know that there is a lot of substance and utility in regu- 
lation shoes. They are misled by the publicity of the 
Army supply store, and the surplus Army stock store, 
and in some cases pay more. 


SHOE RECORDER 





March 16, 1929 


The Congressman was of the opinion that it was one 
of the functions of association and industry itself to 
check this competition. 

It is also the duty of the Federal Trade Commission 
to prohibit the use of the term “U. S. Army Shoe” from 
private manufacture. The policing duties of the Federal 
Trade Commission have been used on products and busi- 
ness very much smaller in size as well as in importance. 

It is obvious that Army supply stores (ten years after 
the production of the material) are low on actual war 
goods, and that what is sold in everything from cameras 
to can-openers, socks to shoes, are purposely made with 
an intent to deceive the customer. 

The Army store game is ore of the hangovers of mer- 
chandising methods of the past. The majority of other 
stores are subject to the truth-of-statement demands of 
the Better Business Bureau. Isn’t it high time that the 
Army store, as such, and the U. S. Army shoe, as double 
such, be discontinued ? 


License or Not 2 


HIS subject of licensing retail shoe clerks will not 

down. It comes up more often these days than ever 
before. It is in the minds of many merchants that their 
stores have a service to perform and that the public 
should pay for not only the intrinsic value of the shoes 
and store selling, expense, but that the professional job 
of fitting shoes is something that shouldn’t be given 
away free. 
- Other merchants feel that the only thing that makes 
their store different from others is this function of care- 
ful shoe fitting. Still other merchants believe that, 
no matter how well they serve, mass fitting is not im- 
proving the American foot. A great number of mer- 
chants believe that the haste and carelessness of shoe 
fitting, and the absence of stocks in sufficient number 
of sizes, is mostly responsible for the misfitting. 

At any rate, there is an impulse among many mer- 
chants for a more orderly, scientific understanding of 
shoe fitting. Some merchants go to the extent of be- 
lieving that registration is the next step forward. If 
the eyes, the ears and the nose are subject to test and 
license, why not the feet? If hair dressing is to be 
licensed, why not the care of the feet? The chiropo- 
dist is already licensed, so, then, why not the fit of 
the feet? 

A statement has been made that any industry that 
does not make progress in the direction of preventa- 
tive-medicine is not stepping along with the times. 
If feet can injure human health, then there may be 
the need for protecting the public against its own 
carelessness. 

We are not making this an issue or trying to start 
a crusade—we are simply throwing the subject open to 
the great merchant forum of the country. The great 
strides and progress made in corrective, specialty and 
orthopedic footwear indicate a new condition that did 
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not exist ten years ago. If fitting is more than a 
mechanical problem of putting so much meat, bone, 
and muscle into a hollow space surrounded by leather, 
then it deserves modern consideration. 

Certainly no other industry can resist progress. If 
great changes have taken place in other industries, and 
for the better, the same may come into shoes. 


Style Scenery 


HE fine arts of testimonial advertising is sweeping 

into the shoe trade. It has taken time for the shoe 
industry to get onto the tricks of publicity that have 
been used by the patent medicine, cigarettes and silver- 
ware. 

The American public is being led around by testi- 
monial advertising. Just how good this advertising is 
(in its use by the shoe trade) is a matter of conjecture 
to be later subject to the law of trial and test. Because 
the Colonel’s lady permits her photograph to be used 
in advertising, with or without proof that she actually 
buys and wears the product, is the standard way of 
using testimonia! copy. 

When a woman, much in the public eye, heads a 
store’s style group, this form of advertising takes one 
step further forward. This method of having- women 
in the community sponsor the styles of the community 
has something of human interest in it, but those within 
the trade know full well that the styles are selected 
by the merchant. Usual- 
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is one of the time-honored incidents of store life. 
Some stores do and others don’t. Here is an observa- 
tion that has the merit of being one sound opinion on 
the subject: 


I think that we will all agree that an effort should be made to 
put salesmanship on a level with many of the professions, To 
do this, this student maintains that the salesman must expect to 
keep the best interests of his employer always before him. 


He is not doing this when he looks for extra remuneration 
before he will put forward his best efforts in disposing of old 
merchandise. As an illustration, the student says: “Should you, 
as a teacher in this school, expect extra compensation because 
you put some extra effort on a dull student?” I might add: 
“Should a doctor expect a larger fee because the patient’s tem- 
perature was 105 instead of 101?” 


It is my own opinion that an employee should be interested 
enough in his employer’s business to work for the best interest 
of the store without extras for this and that. Naturally a man 
who serves his company this way, day in and day out, is going 
to be a valuable man to have around, and this should be reflected 
in his pay check each week, and-I don’t doubt but what it is 
in most cases. 


The basic idea of the P. M. is an extra reward and 
acknowledgment by the store of a good selling deed. 
It is a stimulant to moving goods which time and 
the passage of style, or the lack of a size, keeps on 
the shelf instead of in the movement of trade. 


Some stores, after a study of human nature, find that 
salesmen work best when given an extra percentage 
over a certain total of sales per month, and that even 
better stock results come from the extra P. M. on top 
of that. Both ways have much to commend them. 
Test and trial is the only proof of their success 

under the merchant’s own 





ly the prominent women 
have had nothing to do 
with the selection of 
colors and materials, but 
simply go through the 
perfunctory scheme of 
O.K.ing the original se- 
lections. 

But for all that it is 
a method of publicity and 
has its usefulness. It is 
a new toy in the publicity 
game and is worthy of 
being tried out—though * 
it is more and more cer- 
tain that the public has 
learned how to peek 
through the hole in the 
scenery. 


Bribe or 


P.M? 


XTRA payment to 
salesmen for the 
movement of old stock 





The Reason Why 


H. T. Siegenthaler 
Mansfield, Chio 


Your paper is read by all our employees. I have 
been reading it for more than 20 years, and never 
miss reading the ads. Two retired shoe salesmen 
frequently come in and get a copy to keep posted. 

Very truly yours, 
H. T. SIEGENTHALER. 


The place where sales are made or lost is on 
the floor of the retail shoe store. The man who 
can do the most, favorably or unfavorably, to 
impress the customer is the retail salesman. 
Show me a successful store, like that of Mr. 
Siegenthaler, and I will show you a store in 
which the retail salesmen also read the Boot 
AND SHOE ReEcorpER—as Mr. Siegenthaler’s do. 


conditions. 


Children 
to Win 


ANY favorable re- 

actions and expres- 
sions by merchants of 
the need for a children’s 
crusade in better shoe 
selection and fitting of 
children’s shoes have been 
received by us. 

An investigation held 
in a western city showed 
that one-half of the chil- 
dren examined wore mis- 
fitted shoes. This test list 
of over a thousand chil- 
dren showed a good cross- 
section of home and en- 
vironment, and yet these 
children were found sub- 
ject to all the foot ills in- 
herited by grown-ups. 


President. 
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Hide Duty ze: Shoe Prices 


Transcript of Testimony Before Ways and Means Committee 
Shows How the 30-Cents-per-Pair Increase Comes from 


HERE has been given considerable newspaper 
publicity throughout the country to the fact 
brought out during the tariff hearing that shoes 
would be increased 30 cents a pair if a tariff of 15 per 
cent went into effect on hides. Many merchants have 
written in to find out what it was all about. Here is a 
transcript of the argument during the tariff hearing, 
which shows how that estimate was introduced: 

Rep. Treadway (Massachusetts). Wéll you please tell 
us the effect on the price of shoes, in your opinion, if 
there is a duty on hides of say 15 per cent? 

Mr. McElwain. The price of shoes to the ultimate 
consumer would be increased 30 cents a pair. 

Mr. Treadway. Thirty cents a pair extra? 

Mr. M:Elwain. Extra. - 

Mr. Treadway. Your brief shows that that is the 


increase? 
Mr. McElwain. Yes, sir. 
Mr. Treadway. That is based on the amount of 


leather actually going into a pair of shoes on which the 
suggestion is to levy a duty? 


15 Per Cent Duty 





sumer, There is figured in the ultimate price, therefore, 
the pyramiding process which takes a small amount, 
which seems as though it would not have any effect in 
cost, but by going through so many hands results in a 
terrific cost to the ultimate consumer. 

That is one of the poor results of having a duty on 
hides as compared, for instance, with a little extra duty 
on beef, because the beef passes through fewer hands 
before it gets to the ultimate consumer. 

Mr. Treadway. You mentioned the terrific cost to the 
ultimate consumer. Thirty cents on a $10 pair of shoes 
would not be such a terrific extra cost. 

Mr. McElwain. No. To be perfectly frank, we have 
been conservative in our figures, and my associates have 
accused me of under-estimating in some of these things 
rather than over-estimating. 

Mr. Treadway. Do you expect that a $10 pair of 
shoes will sell for $10.30? 

Mr. McElwain. No; the ultimate consumer will pay 
50 cents more, not 30 cents. 

Rep. Ramseyer (Iowa). You said that the farmer is 
a large consumer of leather. 









Mr. McElwain. Yes, sir. 


Mr. Treadway. Would 
30 cents be the increased 
cost to the consumer? What 
is the shoe dealer going to 
do about the extra price to 
him of overhead, and so 
forth? In other words, 
taking into consideration 
the percentage system that 
you use in marking up your 
prices? : 

Mr. McElwain. I do not 
know that I made that per- 
fectly clear. In our brief 
we show in detail the 
method of arriving at the 
ultimate cost. We first take 
the cost of the hide and add 
to that the duty. We then 
figure what the tanner 
would charge the manufac- 
turer. We then figure what 
the manufacturer would 
charge the wholesaler and 
then what the retailer would 
charge the ultimate con- 


Mr. McElwain. Leather products. 


When, An Increase Means a 
Decrease 


Congressman Isaac Bacharach of New 
Jersey, during the shoe hearings of the 
Ways and Means Committee, of which he is 
a member, says: “I cannot understand that if 
the production of shoes were greater in 1928 
than in 1927, how is it you are going to the 
bow-wows.” 

For the benefit of the Congressman, and 
for all others, the preliminary report on shoe 
production shows that for.the year 1928 we 
made 344,350,724 pairs of shoes, as against 
343,605,905 in 1927, an increase of 22/100 
of 1 per cent. 

According to the Federal Reserve Index, 
the rate of growth of population in the 
United States is 1.5 per cent in 1928. 

More shoes certainly were made, but less 
shoes made in proportion to population. 

The actual figures, in the light of propor- 
tion of pairs to actual population instead of 
showing an increase of 744,819 pairs o 
shoes, would show a decrease of 3,559,778, 
or the equivalent of 1.03 per cent. The shoe 
industry, therefore, was “thrown for a loss” 
in its production in 1928. — 





Mr. Ramseyer. Have 
you got figures as to the 
amount of leather the 
farmer consumes in shoes, 
harness, belting, and so 
forth? 

Mr. McElwain. We esti- 
mate that he consumes 20 
to 25 per cent of the whole. 

Mr. Ramseyer. Twenty 
to 25 per cent? 

Mr. McElwain. On that 
basis he would consume in 
shoes $180,000,000 and he 
would consume in products 
other than shoes forty to 
forty-five million dollars. 

Mr. Ramseyer. You first 
stated that this duty of 15 
per cent on hides would add 
30 per cenit to the cost to 
the ultimate consumer. 

Mr. McElwain. Thirty 
cents. 

Mr. Ramseyer. So that 
on a $3 shoe, according to 

[TURN TO Pace 51, PLEASE] 
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Cabinets of rare beauty in the new J. O. Steele store in Atlanta. 


eMore i, Art e Moderne 


New Tricks in the Interior and Window Display Achieved 
By the Use of Geometric Units 


in decorating store interiors and windows is that 

it does not hamper the imagination of the creator. 
He can work with every known shape—circle and sphere 
—cube and square—pyramid and triangle—and then 
some. He can revel in the colors of the rainbow. He 
can fashion with stone, plaster, wood, metal, cloth and 
even with paper. 

Its disadvantage lies in the fact that it is entirely too 
easy to create a modernistic setting which utterly de- 
stroys the purpose for which it was intended—the proper 
showing and selling of footwear and accessories which 
are sold in shoe stores. Store architect and window 
trimmer, unless they have their feet firmly on the 
ground, are apt to overlook this obvious fact and to use 
fixtures and colors which overshadow the merchandise. 

In planning window trims and store fixtures in this 
period, therefore, grouping and color must be con- 
sidered not as an end in themselves but merely as part 
of the setting in which the shoe shows up with double 
strength and in its most favorable light. 

On these three pages are shown reproduced photo- 
graphs of the interiors of two stores—one that of J. O. 


y { NHE advantage of using this new “art moderne” 


Steele in Atlanta, Ga., and one of the new John Irving 
Shoe Store in Boston; and of two windows, one of 
Franklin Simon & Co. in New York City, and the other 
of Saks & Co. of the same large city. 

Considered collectively they are an extremely interest- 
ing example of the wide variety of uses to which art 
moderne can be put. Considered individually, they are 
still more interesting because of the ideas which they 
present, at least some of which can easily be adapted for 
use in stores large and small all over the country. 


AKE the photograph at the top of this page, for 
instance, it being a close-up of one of the walls in 
the newly opened Steele store. Of particular interest are 
the two tall display cabinets—distinctly modernistic in 
their design, the chief characteristic being the slanting 
shelving in the cabinets. But now, mark this. While 
the slanting shelves stamp the cabinet as being of the 
art moderne, they serve a strictly practical purpose in 
that the eye easily and naturally travels DOWN the 
slope and comes to rest on the shoes. 
Other fixtures of this kind which have been pictr>* in 
other issues of the Boor anp SHOE REcorpeR, have had 
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slanting shelves and the shoes themselves have been 
placed aslant on those shelves. This arrangement is 
good but after all, people are accustomed to thinking of 
the appearance of shoes in a horizontal position. Sens- 
ing this, Mr. Steele has introduced at the lower end of 
each slanting shelf, a shorter, horizontal shelf on which 
the shoes rest.- Wall lights cast their rays so that the 
shoes in the cabinets look as though a spotlight had been 
focussed on them—still further emphasizing the presence 
of tf merchandise. 

Arvther extremely interesting feature of this Steele 
store is the modernistic mirror placed half way between 
the display cabinets, edged with what appears to be 
hammered metal, and showing, in reflection, a most un- 
usual display stand in the middle of the room. 

A better idea of how this display stand looks to the 
customer as she enters the room can be had from the 
smaller photograph at the bottom right of this page. 
Concealed lighting within the stand highlights the shoes. 





The John Irving store, shown above, 
carries in its wall treatment a color 
scheme of silver and dull red with 
wood work of natural maple. The pat- 
terning of the chair upholstery is de- 
cidedly modernistic in design and is 
carried out in gray and beige—the 
former to harmonize with the silver 
and the latter with the woodwork. 


The cashier's cage in the J. O. Steele 
store, at the right, is unique of its 
kind, as is the display cabinet in front 
of the cage. 
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The top is of highly polished plat: glass immediately 
beneath which is a tray of shoe ornaments. 

The John Irving store of Boston, has adopted for its 
own a color scheme of black, dull red and silver. These 
colors are found in the black marble and silver of the 
store front and in the dull red of the window back- 
grounds, 


bi SIDE, the walls are panelled in natural finish maple. 
The walls above the panelling and the ceiling are 
silver. Silver bars form the cashier’s cage and the balcony 
above is a combination of silver and the same dull red 
which is used in the window background. Floor coverings 
are of beige, red and green. Chair upholstery is in gray 
and beige ; and the cartons are in brown and beige, carry- 
ing a design not unlike that of a spread-open vamp. 

The Franklin Simon window (the one with the black 
circles) is an unusually fine example of the effective- 
ness of extreme simplicity. Five highly polished metal 
columns, three black circular discs and what 
looks like a circular table top minus the legs 
comprise the fixtures. The circular discs, 
placed in front of the metal columns catch 
the eye without fail and the eye then is 
attracted by the high polish of the metal and 
ends its tour of inspection at the top of the 
column—and there are the shoes. 

There is nothing in this idea which could 
not be adapted for use at very low cost. 
Square columns of wood or compo board 
could be substituted for the polished metal 
cylinders. Circular discs can be made of 
the same materials. Colors can be any- 
thing you wish provided they do not clash 
with the shoes you wish to show and are not 
so bright as to.overshadow the shoes. 

One merchant in the Far West has 
wrought a variation on this Franklin Simon 
window theme by using columns of wood 
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and by having made for himself a set of discs of differ- 
ent shapes. He uses circular discs somewhat as shown 
here and diamond shaped discs. Then he has gone 
farther and had them painted black on one side and pearl 
gray on the other. If he is displaying light colored shoes 
he exposes the black side of the discs to get contrast. 
If his shoes are black, as many of them are, he exposes 
the pearl gray side of the discs. By alternating the 
color of his shoes and the shape of his discs he has been 
able to get some novel effects with very little effort and 
at very low cost. 


NOTHER suggestion which has been made in con- 

nection with discs of this kind is that they be made 
square. They can then be used as squares by being stood 
on their sides and can be transformed into diamonds by 
standing them on one corner. On the whole, however, the 
circular discs will be found to be the most 
effective as the human eye likes a curve and 
is more quickly attracted by it than by any of 
the rectangular shapes. 

These discs, furthermore, as will be noted 
by examining the Franklin Simon window 
again, make excellent backgrounds for your 
hosiery display ; and the table-top disc on the 
floor of the window is a good place for shoe 
ornaments as well as shoes, provided it is 
not too far in the background. 

Here again, as in the cabinets in the Steele 
store, has art moderne found its highest ex- 
pression, combining not only attractive units 
but the kind of units which lead the eye di- 
rect to the merchandise. 

Much more elaborate in its construction, of 
course, is the Saks & Co. window at the bot- 
tom of this page. It could not be duplicated 
except at fairly high cost—high enough, at 
any rate, to make it a prohibitive proposition 
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for many stores. But it brings us back to the old, 
familiar step arrangement (at least part of it does) 
which was seen so frequently in the earlier modernistic 
windows. 

Those, you will recall, were made with cubed blocks 
and were generally pyramidal in shape when completed. 
It would not be extremely difficult to build a flight of 
closely spaced steps such as shown in the left hand side 
of the Saks & Co. window, even including the little niche 
half way up with its attention-arresting statuetie. A 
setting of this kind could be made to fit into one of the 
rear corners of a wide, fairly shallow window, or across 
the entire width of the back of a window which was 
narrow and deep. 

A window treatment of this kind should carry a neu- 
tral color as it is so large that any high color, no matter 
what is was, would probably kill the merchandise. 








The Franklin Simon window above 
is literally jammed with ideas for the 
merchant who is handy with hammer, 
saw and glue pot. Discs can be made 
in any desired shape, and painted any 
color. They can be painted in two 
colors, in fact, one on one side and the 
other on the opposite side. Thus their 
usefulness is doubled. The alcove and 
step arrangement in the Saks & Co. 
window at the left would be harder to 
duplicate, but the step arrangement, 
by itself, could be adapted at no great 
cost. 
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“Miss Sanger’ sits all day 
in the glow of a yellov 
spotlight. Her costume is 
changed once a week—so 
are her shoes, as well as the 
shoes shown on chair and 
divan and in nearby display 
cases. Here she is shown in 
sports garb. 
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oA S§ tyle Show Every ‘Day 


Sanger Bros. of Fort Worth, Use the Same Model with a Change of 
Costume and Shoes Every Week 


CONTINUOUS style show is held in the shoe 
A department of the Sanger store in Fort Worth, 

Tex. But it is more of a “still” than an animated 
one. Two bright minds worked out this clever idea 
that is sure to be copied or adapted when this is read. 
To D. M. Taylor, manager of the shoe department, and 
to M. G. Bateman, store display manager, goes the 
credit. 

The third floor shoe department in the present Sanger 
store is 30 feet wide and 75 feet long. In the exact 
center is a large green grass rug on which is a red and 
black wicker settle and chair. Seated on the settle is 
the model. This model sits there all the time with a 
bright yellow spotlight playing on her. So much for 
the props. 

Each week the scene changes and, as it changes, the 
clothes on the model and the shoes grouped around her 
change, too. Here she is pictured as being in Palm 
Beach, with plenty of palms but no beach in sight. 
Various units, all displaying dress sport shoes and acces- 


sories are in evidence. In all, there are fourteen dif- 
ferent woven sandals alone in sight, to say nothing of 
the red, pansy, French blue and Lido sand, reptile and 
kid combinations shown in the wall cases. These latter 
also fit into the picture. 


EFORE Palm Beach, “Miss Sanger” was in a neg- 

ligée before a wardrobe trunk, packing all her pretty 
shoes for a trip. Taylor and Bateman have planned out a 
number of interesting and quite varied experiences for 
her that range all the way from being a Cow Girl during 
the Fat Stock Show week to being bedecked for the 
Grand Opera. She is also to be shown in a kitchen, at 
the Country Club, and at an afternoon bridge. 

Results ? 

In the face of two tough February snow and sleet 
storms, business during the shoe Spring opening proved 
to be 50 per cent better than a year ago. With these 
figures before them, the co-conspirators are bearing 
their honors with characteristic modesty. 

[TURN TO PAGE 50, PLEASE} 
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eAdding a 
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HY is it, wonders a cor- 
respondent, that so many 
stores seem to be seized 


with the sale epidemic about 
July 1? Won’t anyone pay reg- 
ular prices after that date? Have those merchants, as a 
matter of fact, ever tried asking regular prices after 
that date? If not, how do they get that way? 

Successful merchants base their sales campaigns on 
the known buying habits of their trade, but large numbers 
of them have always overlooked one very important oc- 
casion in the yearly life of the individual—her vacation. 
They have failed many times to take into consideration 
that women buy business and dress sport shoes in the 
Spring and then, later, when they are planning their 
vacations, find themselves in need of an entirely different 
type of footwear—low or semi-low heel shoes of the 
sports type—for which they will gladly pay regular 
prices during June, July and the early part of August. 

W. T. Dickerson, managing director of the Lape & 
Adler Co., is developing this theory into a practical sales 
promotion plan. He points out the fact that in the 
past, shoes of this type have been ordered too early and 
have been thrown into cut-price sales on June 1—some- 
times earlier. July and August, as profitable months, 
have been thrown into the discard. 

“This,” says Mr. Dickerson, “certainly does not lead 
to full retail profits. Why cut prices on white shoes and 
shoes of the vacation type right in the middle of what 
is really their best selling season. Investigation, even of 
the most casual, discloses the fact that most vacations 
‘are granted in July and August. In fact, August is be- 
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Mrs. Charles Amory and Miss Gloria Baker 


Vacation Needs Mean Sales coming more popular every year 
at Regular Prices During 
July and August 


as a vacation month and here is 
what happens many times: 

“The customer, be it man or 
woman, probably has an old pair 
of white shoes (bought at a sale last year) or an old 
pair of sport shoes, which they ‘make do’ during the 
early part of the Summer season. Then, when vacation 
time rolls around, they want a nice new pair. If they 
are not on sale at cut prices, they will gladly pay the 
regular price. 

“With the increasing popularity of the 10/8 to 13/8 
‘Vacation sport shoe,’ there is even less excuse to cut 
prices in the middle of the season. This type can be 
carried right into fall if made up in neutral color com- 
binations. 


“T) AILROADS that have never advertised before are 

advertising now. More and more tourist sections 
are advertising and the lure of the vacation away from 
home will increase this annual travel in June, July and 
August. People may walk the streets of their home towns 
in shabby shoes but they will not travel in them and they 
will not wear them at any Summer resort if they can 
help it.” 

As a nation we have gone more or less sport and vaca- 
tion mad. Regardless of our social or financial position, 
a vacation, and play times in between vacations have be- 
come the vogue—almost a necessity. Our fast pace of 
living demands harder and more frequent play times. 
Footwear especially designed for vacations has more of 
a place than ever before. 
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Licensing Shoe Clerks? 


[CONTINUED FROM PAGE 37] 


The certificate issued to the salespeople by these 
boards could be displayed in a conspicuous place in the 
store, and if nothing else, would probably prove of great 
value for advertising purposes. 

A store carrying any type of arch shoes could select 
one or more of its best salesmen to take these examina- 
tions, and upon successfully completing the test, this 
man could be placed in charge of the orthopedic depart- 
ment, or in cases where a customer is having trouble 
with her feet, he could be called upon to take charge of 
this special fitting. If carried out properly, it would not 
fail to make a good impression upon the customer, and 
the store would be amply repaid for whatever expense 
might be entailed in having at least one so-called expert 
shoe fitter in their employ. 


F a program of this kind were carried out in all sec- 

tions of the country, and given plenty of publicity, 
and in the meantime, if a campaign for recognition were 
carried on in each State Jegislature, it would certainly 
meet with at least partial success in some places, and 
that would give us the opening wedge. After that it 
would be a case of determined fighting. 

In Rhode Island the hair dressers were able to have 
favorable laws passed for their industry, compelling 
every one engaged in hair dressing to be licensed, and a 
number of trade unions have laws whereby any work 
done in their line must be inspected and approved of by 
one of their own tradesmen. The laundry men have just 
had laws approved whereby all companies engaged in 
this line of work must be licensed. The real estate ex- 
changes are, at the present time, starting agitation to 
license all dealers in their profession. Then, why do 
the shoe men continue to sleep? 

Not so many years ago the shoe salesman was at a 
distinct disadvantage because the modesty of a woman 
who would try on a pair of shoes in a store was often 
seriously questioned. Instead of taking off her shoes, 
measuring her feet and fitting her, he could only say, 
“What size do you wear?” and give her the size asked 
for. 

It was all right for the man to try on his boots. That 
was necessary, but the woman who would sit down in the 
shoe store and raise her skirts high enough to have a pair 
of 6% shoes laced up was—well, she was a flapper— 
though the name had not been created. ; 

Time has moved on at a most rapid rate. Gone are 
the days when the successful salesman was he who could 
make the foot of the woman shopper look two or three 
sizes shorter than it really was. Not infrequently wo- 
men’s shoes were lasted with the upper longer than the 


sole, so that the toes of the wearer extended out byond 
the sole. The concave heel set well under the shoe to add 
to this shortness. * 

Those times are gone. The size of a shoe is no longer 
important. The subject of size is never mentioned in 
any strata of society. It is a question of the right shoe 
and the right fit, selection for the eye first, and adjust- 
ment of the feet depending on the size of the stock 
rather than the size of the foot. 

Woman has adapted herself to modern life much better 
than has man. This new freedom of dress and society 
agrees with her. But for all that, her feet are not what 
they should be. As a result they need more attention. 
Fitting can no longer be haphazard. 

The same principles of fitting are necessary in men’s 
and children’s footwear. The majority of men are not 
so much troubled with foot ailments caused or corrected 
by shoes, for a man wants comfort first and style is a 
very small item in the masculine scheme of things. 

In children’s footwear the greatest need of correct 
shoe fitting is apparent. There is little inducement to 
have huge stocks of children’s shoes on hand to give 
the size play necessary for correct fitting. A limited 
stock of children’s shoes permits a store to do business 
on a very few widths. Therefore, in this division of 
children’s footwear there comes the need for more intel- 
ligent and professional shoe fitting. 

The improvement of shoe fitting must continue, and 
the public must pay the price. The constant cry for 
cheap and cheaper shoes prevents that service. 


A Style Show Every Day 


[CONTINUED FROM PAGE 48] 


Personal letters, similar to the following, are used 
with good effect by Sanger Bros. : 

“I have just returned from New York and the shoe 
fashion centers of America. On this trip I selected 
some very beautiful footwear for Spring and early 
Summer wear. 

“Shoes in exclusive patterns . . . modern in thought 
without extreme . . . shoes for the traveler . . . shoes 
for the college girl . . . shoes for the woman who stays 
at home and needs a number of smart shoes for her day. 

“Tt is nice to know that, though these shoes are very 
smart to fashion . . . they are very moderate in price. 

“Easter comes early this year . . . so I take this op- 
portunity to invite you to select your Easter footwear 
from this collection. 

“May we expect an early visit from you?” 
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Handling the Customer Who Wants Advice 


[CONTINUED FROM PAGE 41] 


grain walking oxford, and slips it on.) Notice how 
beautifully this sets to the foot; roomy enough in the 
forepart, but hugging sides and heel. A good last! The 
heel is not flat, like some sport shoes; it is an inch and 
a half high. You can put this on and wear it in 
absolute comfort. The semi-wing tip, and the per- 
forating and pinking, make the pattern attractive. 

Customer—Do I need this sort of shoe as well as the 
slipper ? 

Salesman—I’m sure you will be very glad to have 
this shoe with you in Florida’s sunny, warm outdoors. 
I advise your taking both pump and oxford. You'll 
need both every day. 

Customer—Very well. Send the two out to the house. 


The Store’s Director 
of Education Says 


HE customer who wants advice is puzzled by many 

problems in selection, and often will not make a pur- 
chase unless she gets the advice she seeks. Her atti- 
tude is that of doubt regarding the validity of her 
choices, and is noticeable in almost any store she may 
visit. In the shoe store she may seek advice about 
fashion, material, color, appropriateness to the occasion, 
features of last and design and construction, fitting 
quality and other matters. 

Sometimes she brings a friend with her, or takes into 
her confidence a stranger who happens to be buying 
shoes at the same time, thus seeking advice which she may 
regard as unselfish and disinterested. But the advice 
she chiefly desires is that of the salesman who serves her. 

She seeks this advice in all good faith. She is en- 
titled to get it, as part of the service the store is quali- 
fied to render. But she will accept only what she re- 
gards as expert advice. That is why, if she distrusts the 
salesman, she may ask to consult the manager, buyer or 
proprietor. 

The poor, inefficient salesman will say this type is hard 
to sell. ‘I don’t know how to close this sale.. She can’t 
make up her mind. She doesn’t know what she wants,” 
he says. Not being well informed about his merchan- 
dise, and hence being incapable of giving expert advice, 
he often loses sales to this type of customer, who goes 
elsewhere to buy from some salesman who has the 
authoritative personality. 

The expert salesman adopts a different attitude. He 
recognizes the sort of customer she is, and says to him- 
self, “I’ll help her select the kind of footwear she needs.” 
The customer, appreciating this attitude of the store 
representative, is delighted to find this help available 
and depends greatly upon it. 

_ The salesman who knows his merchandise thoroughly, 
who speaks with the confident assurance of authority, 


whose manner is courteous, whose treatment is kindli- 
ness itself, easily closes his sales, and finds in this type 
of customer the material for building up a large, grow- 
ing personal following among the customers who come 
to his store. 

For when this sort of customer is satisfied with the 
attention and consideration she receives, she says to the 
salesman, “What is your name, please?— You have 
helped me with my purchase today, and when I again 
need shoes I shall come here and ask for you.” 

She names the store to her friends and says to them, 
“I always go there because I can invariably get what I 
want. And I have Mr. Brevor wait on me because 
he’s a good salesman. He gives me splendid service.” 

She advertises the store and the salesman; a tremen- 
dously good thing for them both. 


Hide Duty vs. Shoe Prices 


[CONTINUED FROM PAGE 44] 


your figure, they would pay 30 cents extra, or $3.30? 

Mr. McElwain. Yes, sir. 

Rep. Crowther (New York). You are the first wit- 
ness, I think, that has given evidence that a 15 per cent 
duty would result in a 30 per cent cost to the ultimate 
consumer. 

Mr. McElwain. I said a 30-cent cost. 

Mr. Crowther. I thought that you said it would make 

Mr. McElwain. Thirty cents. 

Mr. Crowther. The evidence that was given in 1921 
varied all the way with 15 per cent duty on the raw hide, 
from 4% cents, or 3 cents, to as high as 10 cents, in two 
pounds of leather used in a pair of shoes. Some of that 
evidence was given by Mr. Vogel at that time. 

Mr. McElwain. Ten cents per pound or 10 cents per 
foot? 

Mr. Crowther. Ten cents additional to the price of a 
pair of shoes. It varied from 4% cents to 10 cents, ac- 
cording to the evidence given in 1921. 

Mr. McElwain. I have in this brief the exact method 
of figuring and when you come to discuss it, I shall be 
very glad to appear before you and either acknowledge 
that I am wrong or prove to you that we are right. 


(Exhibit F summarized). It has been estimated that a 15 per 
cent duty on hides and skins will result in an increase of from 
10 to 12 per cent in the cost of production of finished leather, 
both sole and upper leather, and that this means an increase of 
from 15 to 25 cents per pair in the cost of production of men’s 
and women’s leather shoes. Adding the wholesalers’ and re- 
tailers’ increased costs and overhead, the price to the wearer of 
leather shoes can hardly fail to average 30 cents per pair higher 
on account of the duty on hides and skins. Of course, this in- 
crease will vary with the type, grade and style of shoe. 


[TURN TO PAGE 8&4, PLEASE] 
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Recorder Show Card Service | 


—a practical business ] 
builder for shoe merchants ¢ 





—AND, is the most valuable of window card franchises to own for 

your town, suburb or metropolitan shopping center. 
MANY WELL RATED MERCHANTS from coast to coast now 
use it with profit. Ask us if your town is or may be open. 


NOW READY 
MARCH CARDS 


(3 Colors—Blue, Yellow and Black) 
BEACH. CHECK 


SINGLE SHOW 6 () ¢ 
WITH ORDER, 
CARDS oman 


Select any subject below by number 
Special hand lettered text of your own on card carrying 
two-color design, shown to the right, 85c. each. Available 
to merchants in towns only where there is not an annual 
card service member. 


WOMEN’S HOSIERY 
No. 1—Easter “Chic,” depends No. 14—Springtime hosiery, sheer 
No. 2—The Oxford — for the oat Cataty. 
alert wom: 
38—Spring ® newest les-— 
GENERAL 


No. &S—New styles for Easter 
morn’— 


= No. 6—We invite you, etc.— 
No. PM nig, Foose Fellows— No. 7—It pays to buy good 
No. 12—¥For spring shoes— 
weather— No. 8—You'll be self confident— 
No. 9%—Pricee here you're accus- 
CHILDREN’S tomed, ete.— 


No. 10——Wearing our shoes a real 
No, 13 New shoes for Easter. enjoyment— 


N. B.—The privilege of exchange of current month’s cards 
is available to annual card service members who may. find 
listed above card texts which better cover their merchan- 























Above illustrates type of March cards— 

distinctive and different.. Sure to hold the 

window-shopper’s attention to the window 
trim. 








Attractive 
Hand-Lettered 
Price Ticket 


Actual size, gold and 
reddish brown desi 


““: to $17.50 


25c per dozen 
6 doz., $1.25 


Check With Order, 
Please 


iss 
We 























Printed Price Tickets 
All Regular and Clearance Sale. 
Prices from 25c to $22.50 


6-doz. assorted $1.10 


12 of one price, 15c 
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10 card service $5.00 
4 card holders 
100 blank price tickets 





Try the Service 
for 30 Days— 
Mail the Coupon 


In the panel are brief de- 
scriptions of the several 
Services we offer. Select the 
one you wish. Try it for a 
month. Then if you are not 
entirely satisfied, you simply 
pay for the ‘one month’s 
showing of cards, at the low 
yearly rate, the card holders 
to be returned to us. Fair 
“enough, you'll agree. Mail 


14 interchangeable show card monthly service, all sales 


messages different, each month’s cards of different 
design and colors. 


6 card service $3.00 


2 card holders 
50 blank price tickets 


EE 
“Yar ete 


Service You Wish— 
Then Mail Coupon 


Service 8 cards (7”xii”). 
2 Art Card Holders. 


No. 1 100 Blank Price 


Tickets. 
$4.00 monthly ($46.00 the year). 
Service 10 cards (7”x11”). 


4 Art Card Holders. 
No. 1-B 100 Blank Price 


Tickets. 
$5.00 monthly ($60.00 the year). 


UNI 6 cards. 2 Art 
J . ‘OR Card Holders, or 
Service 


frames. 

50 Blank Price 
ets. 

$3.00 monthly ($36.00 the year). 


Printed Price Tickets 


Olive green or orange border with biack 
figures 








12 each of any six prices, 50c. 
per month if wan with any 
annual card service. 


ke, EP 


Pett eeeeeeee Se eee ees eee eee sees 


COUPON 


BOOT & SHOE RECORDER, 
189 W. Madison St., Chicago, IIl. 


Please enter our order for the Recorder “Selling 

Messages” card service No. or one 

year, consisting of cards each month 

and art card holders, with the first month's 

service, beginning with cards for March, for 

which we will pay $————- per year, payable 
per month. 

For cash in advance full year’s service, 5% 

discount. 

(If service be discontinued before iration of order. 

we to pay $1.00 per month additional for each 

month’s card service delivered.) 

We sell Men’s, Women’s, Children’s shoes, and 

hosiery. (Cross out lines not carried.) 

We prefer:—(gold) (silver) Card Holders. 


the coupon today! 











Pe Ce eee aie 


Annual Card Service is exclusive for 
one merchant im an average size town, 
suburb or metropolitan shopping center. Place following name on card holders 

(letter plainly) 


Printed Price Tickets:— 
$— s—  s—_ &—__ s—_ 3>—_ 3—_ 3 


Merchants Service Dept. 
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Shows you how to bring more and bet- 
ter trade into your store ... 32 pages 
of seating suggestions for modern shops 
in this interesting and practical book 
“New Styles in Shop Seating” 


“Gentlemen, I want to compliment you on your book 
‘New Styles in Shop Seating.’ It is a genuine help for 
the modern shoe store owner and reflects a keen ap- 
preciation of our problems. Any man interested in 
attracting better trade and building prestige for his 
store should read this book.” 

So writes a successful eastern shoe store owner. Perhaps 
this book will help you. Shall we mail you a copy? It 
is free. How proper seating can give your store an air 
of distinction and 

capaci i profits on your invest- 
ment, i in this book. Simply use the 


Ys. -+ <. © 2. 2) 2) SP 


The “American” Free Service Plan 


“American” engineers and draftsmen are at your service 

aes ane Sie i nls See In the 
past years thousands of shoe store owners have 
accepted this free service. And as a result American 
Interlocking Shoe Store Chairs are building profitable 
business daily. This service is yours for the asking. 
Fill in and mail the coupon today. 


Atmerican Seating @mpany 


1016 Lytton Building Chicago, Illinois 


Branch Offices—New York: R. 601-119 W. 40th St. 
Phil St. 


TEI yon Bid Bide, Chicago. “ll. 
, without obligation, your helpful 32 Page Book, * “New 
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“IGNORANCE oz 


but in managing my 
Business Im not 
allowed to Have 


That Kind 


Victor L. Musgrave comments 
on exceptional support he is re- 
ceiving from one manufacturer. 


tional manufacturer support he is getting, 

Victor L. Musgrave, of Lewiston, Idaho, said, 

“Ignorance may be bliss, but in this business 
of turning shoes. into profits, the education and co- 
operation those fellows are giving me, simply won’t 
let me enjoy that kind of bliss.” 


Mr. Musgrave is one of a group of independert Shoe 
Retailers operating under a highly developed form 
of retail-manufacturer cooperation, known as the 
“Brown Plan of Shoe Retailing.” He is a young 
fellow—perhaps the youngest of that successful group 
operating under the plan. However, when he went 
into the business, he had the necessary qualifications 
—i. e., good personal character, knowledge of the re- 
tail shoe business, sufficient capital and an intelligent 
appreciation of the revolution that is going on in the 
retail field—a conviction that in the modern scramble 
for the consumer’s dollar the unorganized “lone-hand” 
retailer is operating under an overwhelming handicap. 


“Vic” found in the “Brown Plan of Shoe Retailing” 
just the type of manufacturer cooperation that he felt 
he would need. The store he is operating has been a 
gratifying success. 


Concentration on one line is the foundation of his 
success—but only the foundation. He is operating 
under a proven plan—supported and supervised by a 
department of Brown Shoe Company, which is manned 
by a personnel of highly trained retail shoe men, who 
give him exceptional cooperation in all departments. 
No chain unit is better organized than he. He is 
kept fully informed and supported on stock control, 
style trends, advertising, window trimming, merchan- 
dising, etc. His personal ability to grasp and apply the 

Adv. 


R= when commenting on the excep- 
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VICTOR L. MUSGRAVE 


information and guidance he receives makes his con- 
tinued success certain. 


For the ambitious young man with the necessary 
qualifications of personal character, knowledge of the 
shoe business and sufficient capital, or command of 
capital, the shoe business, under the “Brown Plan of 
Shoe Retailing” offers practically assured success, 
maintaining for him his own business and his com- 
plete independence. 


As an illustration, there is the case of one part- 
nership who a very few years ago started one store 
under the “Brown Plan.” Today they own a number 
of stores all operating on the Brown Plan, all set up 
on capital earned from the original small store in- 
vestment. Their net earnings from the stores last 
year, above all expenses and salaries, were between 
$25,000 and $30,000. 

There is the case of another man who out of one 
store, has made close to $40,000 net profit above his 
salary in less than six years. He is now about ready 
to open his third store. Many similar cases could 
be cited. 

We will be glad to hear from ambitious young men 
with the qualifications named above. Tell us as 
much as possible about yourself in your first letter. 
Any established retailer not entirely familiar with 
the Brown plan, ought to know about it, since dis- 
interested economists and distribution experts have 
called it the most efficient method of distribution yet 
devised. The plan is open to qualified, established 


retailers, also. Write Draws Vr.0e Gowran 


direct or ask any 
Brown salesman. Manufacturers St. Louis 











MONTREAL 
LEICESTER, ENGLAND 
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Where Saw LIE 


Monte Carlo has long been a style 
center. It is the gathering place of the 
elite . . . . of the modishly attired. 
Fashions are the predominating theme 
of Monte Carlo’s social life. And it 
is here that you will see footwear 
creations that are the latest word in 


STYLE .. . of luxurious beauty and 
charm . .. of elegance and unsurpassed 
chic. 


Ten to one—the outstanding modes 
are fashioned from Rueping Leathers 
.. . leathers that have for seventy-five 












CINCINNATI 
ST. LOUIS 


FRED RUEPING LEATHER CO. 


FOND DU LAC, WISCONSIN 


PARIS, FRANCE 


years been the premier choice of foot- 
wear stylists. In Rueping Leathers 
there is a style individuality that en- 
hances the distinguishable attributes 
of the smarter modes of fashionable 
footwear ... a world-renowned QUAL- 
ITY that has for years been the 
standard for the finest of fine leathers. 


If you would have footwear to meet 
the style requirements of Monte Carlo, 
as well as other fashion centers “Where 
STYLE reigns SUPREME”—specify 
RUEPING LEATHERS. 







The “Aberdeen” made 
of Rueping’s White 
Rue-Buck and Black 
Mohawk Calf. Fea- 
tured by the Nettleton 
Skoe Company, Chi- 
cago, Ii 


MILWAUKEE 
NEW YORK 
MILAN, ITALY 


FRANKFURT, GERMANY 
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SAN FRANCISCO 
ROCHESTER 
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On the Terrace at Monte Carlo 








LEATHERS 
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News of the Shoe Travelers 


Edited by HELEN M. HANEY 








Your Retail Salesman Is You to the Public 


By Frank M. Bohr, vice-president of The Munroe 
Shoe Co. 


The retail shoe salesman is the real key to the public’s 
purse. 


The retail shoe salesman is not “just one of your em- 
ployees” to the majority of the folk in your community. 
He is you. 

Shoes may be made according to the latest edicts of 
fashion; store windows and interiors may set forth foot- 
wear in the most appealing way. And yet—if the sales- 
person does not “speak the right language”’—if he does 
not know how to fit shoes—if he is indifferent—+f he does 
not have the proper approach—if he does not understand 
the merchant's proposition, he can turn away more cus- 
tomers from your doors than all of the best business ex- 
perts in the country can create. 


This is the day when the right personal contact counts. 
The American people are interested in personalities. The 
American people like service. Mrs. Jones appreciates it 
immensely when a salesperson ’phones her that “a few 
pairs of something brand new in a shoe has just arrived 
at the store in exactly your size and width.” 


More education of sales people is a wise plan, for to- 
day, an intelligent selling force is necessary to a success- 
fully conducted business. 


When a new shipment of shoes comes in, every differ- 
ent pattern—its color, and adaptability to the costume, 
should be discussed by the merchant with every man and 
woman on the floor. Store meetings should be frequently 
held. Don’t be afraid to tell your salesforce all of “the 
hows and whats” of fashion and the possible wants of 
the public in their relation to the footwear in your store. 


Shoe stores and shoe departments will do a more profit- 
able business when “the boss” and “the boys” work to- 
gether more closely. 


ILLIAM LOVEJOY, who for 

more than 25 years represented 
the M. N. Arnold Shoe Co. in New 
England, has gone into a new field. 
He now represents the Endicott-John- 
son Corporation, and will cover the 
wholesale trade. Mr. Lovejoy covers 
the large cities of the country, and as 
he has always been a resident of New 
England, will make his headquarters 


at 186 Lincoln Street, Boston. Bill is 
exceptionally well qualified to sell and 
cooperate closely with his new clientele. 


A. ZABRISKIE, well known to 

* the trade of the East, now repre- 

sents the Unity Shoe Mfg. Co. in New 

York City and other centers along the 
Atlantic coast. 


AUL S. LIP- 

PINCOTT, JR., 
president of The 
Philadelphia Shoe 
Travelers’ Associa- 
tion, reports an in- 
teresting and con- 
structive quarterly 
meeting of The 
Philadelphia Shoe 
Travelers’ Associ- 
ation, held at the 
Hotel Adelphia on 
Saturday, March 2 °™, 5- “Knedeichie ” 
—about 25 mem- Shoe Travelers’ Assn. 
bers were present. 
H. B. Altendorfer of Carl E. Schmidt 
& Co., Inc., gave a talk on “Calf 
Leathers”; William A. Dixon, presi- 
dent of the Dixon-Bartlett Co., spoke 
of the advisability of the shoe manu- 
facturer going out and meeting the re- 
tail shoe merchant, personally, and 
thereby being better able to learn the 
needs of the trade. Frank L. Fitz- 
patrick, N. S. T. A. Regional Governor 
for the Philadelphia District, brought 
greetings and good wishes from that 
association. Daddy, Arthur C., Earle, 
was given a rousing reception, this be- 
ing the first meeting he has been able 
to attend since his recent illness. Frank 
Sullivan, who represents E. T. Wright 
& Co., Inc.; Stuart Frey, representing 
C. B. Slater & Co., and John Lensen- 
mey, representing the J. E. Dayton 
Co. of Williamsport, Pa., gave very 
interesting talks. Among the reports 
of the committees was that of I. Frank 
Oberfield, F. M. Hoyt Shoe Co., repre- 
sentative, on the recent style show of 
The Middle Atlantic Shoe Retailers’ 
Association. President Lippincott rep- 
resents the Dixon-Bartlett Co. 


HE Buffalo Association of Shoe 

Travelers held an interesting meet- 
ing recently and elected as president 
Charles S. Craney, who represents the 
Freeman Shoe Mfg. Co. President 
Craney plans to hold monthly meetings 
to which various members of the shoe 
and leather industry will be invited as 
speakers on trade subjects. It is also 
intended to make the social part of the 
programs of the meetings more pro- 
nounced than before. Within the con- 
fines of the City of Buffalo are fifty or 
more shoe salesmen who are taking a 
most decided interest in the proposed 
activities of this organization, as an- 
nounced by the new officers. 















~ 
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—And here’s Little 
Miss Acrobat ready 
to work for you. 
She is the heroine 
of a clever ACRO- 
BAT advertising 
film: “Happy Feet.” 

s everywhere 
are using it with un- 
usual success. 


DEALERS 3 , 4 wy 
From “Tiny Tots to Teens.” 
There’s the Big Volume— 
Big Profit—field ACROBAT 
SHOES offer you. And it’s a 
field you have practically to 
yourself because we have long 
ago lifted — re Bows of 
competition by our exclusive pat- 5 
tora gear mt of manufacture. We Org 
use no tacks or yarn ncn Se 
never curl up or pull out use 
they are tas. Prost with the middle- 
sole. No filling between soles to get 


2 a a Oe a Oe Dee oe eo oe on. . 


pon of and cause pain. They are triple- a 
stitched for triple-strength and always h 
hold their trim stylish shape, although ie¢ 
flexible as a glove. | © Mb 

OUR NEW CATALOG t 


The Spring edition. Send for your own 
free copy. It tells the complete story and 
illustrates these marvelous comfort shoes in 


Set terh waar" styles for boys and girls. Te FF mm, g 
NEW MERCHANDISING PLAN 

New... novel... sound... successful. Beautiful dis- 

Sh; | Sibes autmenteig scttnng anithie “Magy 

Feet” with clever Little Miss Acrobat in the stellar role! 


And IN STOCK: everything you need for immediate 
Easter business. Write today ... no obligation! 


R0BA? 
est 


The Improved | 
Goodyear Welt Shoe 


SHAFT=DIERCE SHOE CO. 


210 Third Street : Faribault, Minn. 
















Ladies’ Sp»rt Oxford. 
Mocha Trim— 






Grid Sole. In : 
tiie AA to 
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HE derivation 

of “Hoosier” 
must be closely al- 
lied to the same 
root responsible for 
hospitality, if we 
are to judge from 
the entertainment 
which the _ shoe 
travelers provided 
so generously for 
their guests at the 
Indianapolis gath- 
ering. At the 
Wednesday lunch- 
eon the roll call 
showed 397 retail 
shoe merchants, 154 sales people and 
115 traveling salesmen. Outside mone 
simply wasn’t good at the Claypool. 
Paul Kuehn, South Bend retail shoe 
merchant, sent unique greetings. There 
is a wonderful bond of sympathy be- 
tween Paul Kuehn and these Indiana 
travelers. Several years ago it was 
during one of the annual sessions of 
shoe travelers week that Mr. Kuehn’s 
shoe store was gutted by the flames. 
The boys sent a telegram of practical 
sympathy before the walls had ceased 
to smoke and followed it up with a co- 
operation that helped Paul Kuehn 
carry on and go forward to bigger 
things This year, just at the time of 
the Indianapolis gathering, Paul Kuehn 
had reached home from a five thousand 
mile pleasure trip, and with his char- 
acteristic generosity he sent his friends 
at the Indiana show what remained in 
his wallet of travelers’ checks with 
the positive statement: “Fellows, 
you’ve just got to take it.” RecORDER 
readers fortunate in knowing Paul 
Kuehn will get quite a “kick” out of 
that act of his. 


L. D. Ream of Indiana 
N. S. T. A. 


Ream and Tovey Present 


L. D. Ream, the pee representa- 
tive of Dr. Reed’s Cushion Sole shoes, 
came down from Peru to Indianapolis 
and in his official capacity as vice- 
president of the National Shoe Travel- 
ers Association graced the speakers’ 
table on Tuesday and Wednesday. Lou 
is the outspoken advocate of selling 
the retail shoe merchant with the lat- 
ter’s pee otins objective always in 
view. Incidentally he finds time from 
covering a big territory to meet with 
the various travelers’ associations lo- 
cated within or adjacent to his field of 
selling activities. George Tovey, the 
hardworking president of the Indiana 
Shoe Travelers Association, drew a 
“tough break” Salesmen’s Week, when 
just prior to the culmination of his ef- 
forts it became necessary for him to 
go to St. Vincent’s Hospital for a mas- 
toid y seamen S thoroughly successful, 
and which he i 


1. 

of Alexand Ind., acted as the aa 
Saisiets seatoneed wien be dierted 
m when 

a movement that resulted in a beauti- 
ful floral remembrance finding its way 
to President Tovey’s bedside out at St. 
Vincent’s. 

The style way and Sam Shapiro 
shared popular favor Tuesday evening 
—and B woe ly. Mr. is 
the e Centra! West 
for the Barr Bloomfeld Shoe Co., Ha- 





Congratulations to 
Larkin on Tariff 
Stand 


Many favorable comments have 
been received by Frank J. Larkin, 
president of the N. S. T. A., on 
his letter sent “To the Sales Rep- 
resentatives of the Shoe Indus- 
try” outlining the stand of the 
N. S. T. A. for free hides and for 
a tariff on imported shoes. Pres- 
ident Larkin enclosed in his letter 
the booklet on “Free Hides and 
Skins and a Duty on Shoes” out- 
lining the position of the Na- 
tional Boot and Shoe Manufactur- 
ers’ Association. Some of the 
salient points made by President 
Larkin in his recent letter are: 
“We now import 30 per cent of 
the cattle hides and 40 per cent 
of the calfskins used in this coun- 
try. Beef cattle in the United 
States has decreased 23 per cent 
in the last five years. We need 
more hides and skins than in 
the past. If a duty of 15 per 
cent on hides is levied, it will 
mean an approximate increase of 
30 cents per pair to the con- 
sumer. The farmer consumes 25 
per cent of the leather products; 
therefore he will pay 25 per cent 
of this increase—most of the cat- 
tle go through the hands of the 
packer; therefore the farmer 
does not <>» any profit from 
his sales of hides; he sells his 
cattle as beef. 


WOMEN’S SHOE IMPORTS IN- 
CREASE 4000 PER CENT 


The increase in the importation 
of women’s shoes into the United 
States during the past six years 
exceeded 4000 per cent. The for- 
eign wage schedule is approxi- 
mately one-third of the wages 
paid in this country. Foreign 
manufacturers can use American 
machinery and American meth- 
ods, and have demonstrated man- 
agerial ability. Our exports have 
declined in the past five years 41 
per cent. The average protection 
on manufactured articles is 404, 
per cent; the farmer today is pro- 
tected on his agricultural prod- 
ucts 22 per cent—the shoe indus- 
try has no protection whatever. 
President Larkin asked that re- 
cipients of his letter express their 
opinions at once to Washington 
representatives. The N.S. T. A. 
is very active in spreading the 
facts of the case to farmers and 
others unacquainted with the real 
situation. 

Booklets are constantly being 
distributed where they will do the 

‘ most good. Thus, as always, 
does the N. S. T. A., its officers 
and members cooperate 100 per 
cent with the other branches of 
the allied trades. 











Al Jolson, Harry Richman and other 
stars 


won the audience 
to a point where 


of the 
early in the e 


v selling the volume trade. their demands for encores were insatia- 


Sam 


piro’s accurate imitations of ble. 
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[LSON CON- 

NOLLY of 
Los Angeles has 
recently joined the 
salesforce of the 
Peck Shoe Co. of 
Worcester, Mass., 
and is now cover- 
ing the Pacific 
Coast trade with 
the Standard and 
DeLuxe shoes of 
this line. Mr. Con- 
nolly formerly rep- 
resented, for sev- 
eral years, the 
Richards & Brennan Co., and other fine 
lines of men’s shoes, and has built up 
a good volume of business, as well as 
making many friends for himself and 
the houses for which he has traveled. 
Mr. Connolly is enthusiastic over the 
Peck product. He stated in a recent 
interview: “This patented Sta-Smooth 
innersole feature of the Peck men’s fine 
shoe line is one of the most decided ad- 
vances in years in welt shoe construc- 
tion. With publicity and dealer distri- 
bution behind it, I believe that there 
will be the same kind of response as is 
accorded to radio, electric refrigera- 
tion, and other modern improvements.” 


Wilson Connolly 


(FORGE T. HIPPLE, one of the 
oldest shoe traveling salesmen in 
Cincinnati, died on Feb. 27, at the age 
of 78 years. He was born Dec. 18, 
1850. He traveled for forty-three 
years, starting with Thorn & Co., later 
with Krippendorf-Dittmann, Val Dut- 
tenhofer Sons, and Schieffele Co. His 
wife survives him. 

Mr. Hipple was a charter member of 
the Shoe & Leather Club, Inc., of Cin- 
cinnati. 


Ft BANCES CROSS, style adviser to 

i the Ault-Williamson Co., does quite a 
bit of country-wide traveling in her 
sales promotion work on the Constant 
Comfort line, and so is entitled to a 
place in these columns. For instance, 
she has covered New York for two 
weeks in February, and for three 
weeks in January; during the second 
week in March she has been covering 
a selected list of stores in Washington 
—all of this time cooperating closely 
with the retail shoe merchant in the 
selling of more pairs “right” of Con- 
stant Comfort footwear. Miss Cross 
says that she finds business generally 
is good and that merchants are looking 
forward confidently to a prosperous 
spring. 


MiSs MARIE E. FINNERTY, styl- 
ist for Collella & Leighton, 
women’s fine footwear; also New 
England representative for the E. & B. 
Shoe Co.’s children’s lines, recently re- 
turned to her headquarters in the Stat- 
ler Building, Boston, after a several 
days’ “confab” in New York with 
Southern resort stylists. Miss Finnerty 
runs over to “The Big Metropolis” 
every two or three weeks, she says, “to 
inhale Fifth Avenue atmosphere and to 
study the trend of the mode in ultra 
fashionable circles.” Miss Finnerty re- 
ports a good business on her lines and 
says that more and more are buyers 
from all parts of the country coming to 
Boston to place their orders. 
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52—Menihan’s Newest In-Stock—52 
Numbers for Spring 


New Patterns — New Materials — New Sellers 















“Stocking the Newest First” 





Menihan’s reputation for always having In 
Stock the season’s most popular styles was 
never better demonstrated than in our New 
Spring line. Every number you see pictured 
here is a Seasonable Hit—a sure seller and an “PEBBLE” Special Process 
B-S896G—G en uine Beige 


assured profit maker. Please order promptly. Watersnake with Kid 
Quarter to match....... $6.15 

































“ORMO” Special Process 
B-204—Genuine Light 
Beige Snake........... 87 


















“LINDA” Special 
B-203—Genuine Fox Taupe 
Rid Quarter “Fox Heel "86.15 
rter a ee 
B-245—Genuine Blue 
v 1 “IVENA” Special Process 
6.15 B-895—Genuine meses 
Snake Kid Quarter 
SNE ceed ctcedesesd 86.15 




























ee 
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Cee eerreveceececesecccoeeos “VERDELLE” 
Special Process 
B-848—Genuine Black 















bois i ng Lizard with Mat Kid 
Twenty-five cents additional for orders " 
“IVENA” pecial Process TATE ccccccovovvers 86.1 
; ~ ; of less than three pairs. B-960—Genuine Dark Blue es 








B-202—Genuine Bei ff 
Lizard with Blue Kid oss 


THE MENIHAN COMPANY 


In-Stock Department 





eeeee 








Detroit Office: 
Detroit-Leland Hotel 
pgp yn ROCHESTER, N. Y., U.S. A. 
Pittsburgh Office: New York Office: San Francisco Office: Los Angeles Office: Chicago Office: 
Henry Hotel 846 Marbridge Bidg. Plaza Hotel 111 East 8th St. Majestic Hotel 
W. A. BARNEY B. W. MOYLAN H. S. KUSHINS Cc. E. VAN DE GRIFT F. J. SATEK 






New England Office: Draper Hotel, Northampton, Mass., ELLIOTT LA MONTAGNE 





Write for Agency Proposition 





Makers of Menihan Arch-Aid Shoes 
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“CLARE” ——— Process 
22/8 


“POLO” Special Process 
22 8 Hee 1 -224 White gctin 


B- _? unburn Beige -289—Silver Kid 


B 
B 
- 85.00 “CLARE” 3 jal P Sate o atent Leather. 
06— oie ae pecial Process 
B-70e ikea! persia 5.00 «POLO” — Special Process 15/8 Heel B-574—Light Black Calf. 
(worked eye) 4.65 15/8 Heel B-226—White Satin B-250—Sunburn Kid 
B-705—Mat Kid 00 Worked Eyelet B-285—Silver Kid B-251—Grey K 
B-704—Patent Leather. eae ~ B-555—White Kid. 
-805—Med. Bl Kid. 
B-849—Biack Satin wee ee 


ie 


“TINETA” Special Process 
oe el > spose Presa mwith Belge Beige = 
-146—Sunburn ++. B44. “ IvTy” Special Process with Beige Lizard Ca 
B-148—Patent Leather... 4.75 ot og Calf with Tri ) _ 
Porcupine Calf Trim to B-505—P atent Leather “NANA Special Process 
match $4.75 with Black Porcupine Combination Leather Bow 
B-195—P at e n t Leather Calf Trim 4.7 B-405—P atent Leather 
with Black Porcupine with Black Porcupine 
4.75 Calf Underlay 
B-406—B eige Kid with 
Ivory Porcupine Calf 
Saddle 


“LELIA” Special Process 
B-254—Patent Leather... .$4.75 
B-255—Beige Kid....... 5.00 
“BERNICE” 
Special Process 
“PHYLLIS” Nickel and Jet Buckle 
Special Process B-183—Patent Leather. ..84.75 
22/8 Heel 
ae ge e mee 
with contrasting Genuine “IVENA” Special Process 
Lizard Trim $4.8 . B-252—P at ent Leather 
with Black Porcupine 
Calf Trim 
B-253—French Beige Kid 
with Ivory Porcupine 
Calf Trim 
B-948—Med. Blue Kid 
with Genuine Blue Lizard 


Special Process 
B-998S—Silver Kid 86.00 Gold and Brown Buckle 
B-944—Patent Leather... 4 B-149—Brownstone Kid. .85.00 


“REGENT” Special Process “BERNICE” 
19/8 Heel 





SIZES 


AAA ..---5 to 8 A ceeee ed to 8 
AA occas O06 to 8 B pgcog STS to 8 


ecccccescccced tO 
Terms, Net 30 Days. 
Twenty-five cents additional for orders 
of less than three pairs. 








12/8 Leather Heel, Thin Rub. Top 
THE MENIHAN COMPANY = ®itirrtwith® Gun het. 


ee tcat Lentier SarT6 In-Stock Department B-808—Medium Shade tan 


Patent Leather. . 68 
if ith trasti 
Belge Kid 5.00 ROCHESTER, N. Y. i cas 


Light Black Calif. 4.75 
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Andra 


One of the many new 


Segoe? 


for Spring and & 


- ; 445 | 
Summer - 1929 


MORE STYLES with LESS STOCK 


Quicker Turnover ~~ 


are the reasons why successful shoe retailers from 
coast to coast have identified themselves with the 
Minor line. 

Not only does Minor provide an unusual “In- 
Stock” service of a wide variety of Style shoes 
in all the popular leathers and combinations, but 
the famous Treadeasy Shoe enables the Minor 
dealer to stabilize his business by capitalizing the 
demand for a corrective shoe. 


Bigger Profits 


Treadeasys possess features for foot comfort 
obtainable in no other shoes, and are sold at 
a price that puts Treadeasy dealers in a strong 
competitive position in the quality arch support 
shoe field. One of the many Treadeasy models 
for Spring and Summer 1929 is the ANDRA 
(see illustration). 

You, too, can benefit by the successful Minor 
plan—“In-Stock for Immediate Delivery.” 


Write for Ca:alog of Latest Spring Styles 
P. W. MINOR & SON, Inc., BATAVIA, N.Y. 
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Colors Lead in Selling in 
Philadelphia Shoe Establishments 


Printed Dresses Bring 
Demand for Sun-Tan 
Shades Over Country 


PHILADELPHIA, Pa. (UTPS)—Colors 
are selling very well in the John Wana- 
maker shoe salons, and the opinion is 
that the advancing season will see a 
big demand spring up for the bright 
shades to accompany the printed 
dresses. So far, the blues are leading, 
with navy at the top for street wear, 
but with a lighter shade attracting in- 
terest, also on account of the print and 

le vogue. They do not believe 
that purples are going to be very good, 
as they are limited to wear with kin- 
dred es. However, if the promised 
vogue for the violet shades in dresses 
materializes, the purple shoes are ex- 


to move. 

Watersnake is holding its place 
without the slightest effort, for this 
medium seems to have won a staple 
place for itself. Lizards, which are 
slightly more expensive, have reas- 

themselves, and are shown in 
grays, beige and black. In lizards, they 
prefer here the all-lizard types, as they 
are considered slightly more exclusive, 
but the watersnakes are either all of 
the one skin or they come in trimmed 
and combined types. 

far as styles are concerned, 
Wanamaker’s report well on two and 
three eyelet types, some of the former 
with a considerably rounded toe. The 
Peel types of oxford are always good 


re. 

French hand woven sandals are sell- 
ing for $16 a pair, in black and white, 
navy and rl, or burnished beige. It 
is a high led sandal this time, suit- 
able for afternoon frocks. 

Run through the various prices 
that dominate, watersnakes and blond 
kid are $12 in three eyelet style, lizard 
and python oe are $12.50, and 
three watersnake models are $10—one 
with a wide instep band with three fa 
lets, the other a strap slipper with 
watersnake buckled strap and vamp, 
the rest of it fashioned of beige kid. A 
new suede tie with a wide instep band 
laced through three eyelets, with strips 
of interlaced dull and shiny leather 
forming a pattern against the vamp, 
is $18. At the same price, they are 
showing ones ee pumps trimmed 
with chestnut kid, the latter f a 

heel foxing and a narrow ar 
round. the 


sera cee cre motte 
a ’ a 
slipper with = tealleged oles, and : 
walking tie with two eyelets. 





They Want to Know 


Merchants ask us whére to buy 
shoes and other store merchan- 
‘dise. In this space we list the 
following typical inquiries: 


H-1511 Wants, for four __ stores, 
women’s shoes to job $2.25 
to $2.50, men’s and _ boys’ 
sheep shoes for Mexican 
trade; also cheap scout shoes 
for men and boys. 
Wants white satin evening 
slippers in stock, costing $3.50 
to $4.00. 
Wants men’s and women’s 
carpet slippers with leather 
soles and rubber heels. 
H-1514 
McKay novelties, h 
saw, neat, costing $3.25 


Wants misses’ and children’s 
medium price McKays and 
-) mens in all sizes, 5% 


H-1512 


H-1513 


an 
to 


H-1515 


to 2. 

Wants men’s plain toe, black 
and tan calf oxfords, in stock, 
retailing $8 to $10. 

Wants women’s short vamp 
shoes in stock, carrying 22/8 
and 24/8 spike heels. 


Interested parties may have 

names on request to Information 

Department, Boot and Shoe Re- 

—, 80 Federal St., Boston, 
ass. 


H-1516 


H-1517 














Gimbel’s are specializing in beige 
watersnakes at $12.50, in side button 
and center strap styles. Beige lizards 
at $10 are trimmed with perlustre kid. 
One model has a saddle of the kid with 
cuts and eyelets. Other models have 
T straps or fancy strappings. 

The $10 shoe at Strawbridge & 
Clothier offers quite an assortment. 
There are street pumps of kidskin and 
python trimmed with snake or kid, 
black or brown suedes in plain pumps 
touched with snakeskin and several ver- 
sions of ankle strap pumps of marron 
beige kidskin banded with sun-tan 
blends. 

Stecker’s are doing very well with 
their sun-tan watersnake at $12.50, 
handmade in plain pumps or plain 
strap models. 


Add Shoe Dept. 


DututH, Minn. (UTPS)—The M. C. 
Albenberg Company, ladies’ ready-to- 


wear store at 105 West Superior Street, 
has opened a shoe department for 
women in its store, featuring Jacque- 
line shoes at $5.85 to $7.85. 


iin Ten and Red 
Lead in St. Louis 


Watersnake Strong in High Grade 
Shoes 


St. Louis, Mo.—Improvement in the 
retail shoe trade is reported in stores 
in the downtown shoe belt. There is 
an activity noted for spring footwear 
in spite of the wintry blasts which con- 
tinue to prevail. 

In popular priced shoes the sun-tan 
shades are having an inning in the 
demand. Red continues to remain close 
to the top of the style ladder in the 
early selection of footwear. In one 
store a report that five pairs in suc- 
cession was sold during a brief spurt 
indicates that red is a factor in the 
demand for spring footwear. Blacks 
have sold in fair volume, with some 
operators reporting a slipping in this 
trend when the weather turns warmer. 

In the higher priced shops reptiles 
occupy leadership in the style field. 
Watersnakes in natural and beige 
shades have received an unusual 
patronage which has been the surprise 
of many operators. All smart mer- 
chants bought them as a popular style 
trend, but few sensed the overwhelm- 
ing success that has prevailed in this 
material. One large department store 
reports this material as the best sell- 
ing style in their department, with 
dark blue occupying second position. 
Dark shades of blue as well have been 
bought by the consumer with more en- 
thusiasm than most merchants antici- 
pated. 

White crepe and satin have devel- 
oped into a definite style trend for 

ternoon and evening wear, dyed to 
match costumes. This vogue is pro- 
nounced in the better grade shops, with 
a strong call expected to continue into 
the summer. 

March is running along with ap- 
proximately the same volume as ex- 
perienced during the same month a 
year ago. 


New Nisley Store 


St. Lovis, Mo—A Nisley store 
opened March 7 on Seventh Street near 

ashington Avenue, this being the 
44th store. The 45th store, it was 
stated by Charles M. Corwin, super- 
visor of stores, will be opened in Cleve- 
land, Ohio, March 14. The St. Louis 
store will be managed by V. S. Brown, 
formerly manager of one of the Peoria 
stores. The usual standard Nisley 
front was installed. There are 44 
chairs, upholstered in tapestry. The 
floor is carpeted. Supervisor Corwin 
reported a successful opening. 
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Factories: Branch offices 


Grand Rapids and 
Portland, Ore. representatives 
Baltimore in most 


New York City Grand Rapids, Michigan principal cities 


Succeeding 
The Grand Rapids Show Case Co. + Welch-Wilmarth Corporation 
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Akron Dealers to Feature 
Tan Shoes for Men 


AKRON, OHIO (UTPS)—The Akron 
Retail Shoe Dealers’ Association at its 
regular monthly meeting held at the 
Turkey Foot Country Club featured a 
round table discussion of the relation 
of men’s and women’s footwear to 
men’s and women’s apparel. There 
were about 25 in attendance among 
which was Hugo Fields of Fields’ a 
clothing store, who spoke on the color 
combinations of men’s apparel for the 
spring season. Joseph Zahn, buyer for 
the shoe department of the M. O’Neil 
Co. discussed styles for the coming 
season. 

It was decided by resolution to have 
a co-operative opening of the tan sea- 
son, starting March 16 and continuing 
for a week. All of the stores will feat- 
ure tans in their window displays and 
re aaa advertising during the 
week. 


May Also Boost Tans 


PROVIDENCE, R. I. (UTPS)—The 
newly elected president of the R. I. S. 
R. A., Fred Fenner, is mailing to all 
members of the organization the fol- 
lowing letter, hoping to increase sales 
of tan shoes by a universal tie-up :— 

“Dear Member: 

“To stimulate the wearing of tan 
shoes for men, the New York merchants 
have planned to feature NOTHING 
BUT TAN shoes in their windows be- 
ginning March 10. 

“In an article pertaining to this 
‘campaign’ they have this to say—- 
‘Thumbs down on black shoes for men 
after March 10. Let’s show nothing in 
our windows but tan and brown shoes, 
so that every man whose eye is caught 
by shoe store displays will behold noth- 
ing like the black shoe he is wearing, 
and as he passes store after store, he 
will feel as conscious of wearing some- 
thing out of date as though he appeared 
May 20 with a black derby.’ 

“Isn’t it worth trying—I’m going to 
anyway.” 





Schiff Buys 17 Stores 


CoLumMBus, OHIO (UTPS)—Robert 
W. Schiff, president of the Schiff Co., 
operating a chain of retail shoe stores 
in the Middle West, East and South 
announced that negotiations have 
been completed whereby the company 
takes over 17 additional stores, mak- 
a total of 108 stores. The deal was 
made with the Brasley-Kreiger Co., of 
Pittsburgh and includes stores in Pitts- 
burgh and eastern Ohio cities. The 
headquarters of the company are at 37 
West Chestnut St. 





Cobb Joins Melville 


Naw York, N. Y.—W. J. Cobb, buyer 
of shoes for the Associated Merchan- 
dising Corporation, has been appointed 
merchandise manager for the Melville 
Shoe Corporation, operating the John 
Ward, Rival, and Thom McAn chains 
of shoe stores. Succeeding Mr. Cobb 
at the Associated Merchandising Cor- 
poration is W. T. Ahern. 





Juvenile Smartness 





Sna; patterns are in. New printed 

leathers are acceptable, and this sport 

oxford in smoked horse and printed 

alligator is new this season. Made in 
Wisconsin 





Footwear Guild, Inc., 


in New Headquarters 


Boston, Mass.—Footwear Guild, Inc., 
now is occupying new quarters in the 
Rice Building, 10 High Street, Boston. 
The location was selected because of 
its convenience and accessibility to 
shoe buyers and members of the trade. 
The Guild has taken a long term lease 
on 3000 feet of space on the second 
floor. Modern furnishings and equip- 
ment have been installed. The execu- 
tive offices, formerly located at 31 
Milk Street, are combined in the new 
space with the workrooms and sample 
rooms, formerly at 207 Essex Street. 

On April 1 the Guild will have 1500 
samples, comprising its complete line, 
on display at 10 High Street, in new 
and specially designed cases provided 
with an indirect lighting system ar- 
ranged to display the shoes to best 
advantage. e executive offices of 
the Guild also are conveniently ar- 
—— and provided with the most 
modern equipment for efficient opera- 
tion. 


N.S. R. A. Insurance 


The annual statement of the Na- 
tional Retailers Mutual Insurance 
Company, of Chicago, made public re- 
cently by President James S. Kemper, 
shows that 1928 was a successful year 
for the company, which is the official 
carrier of the National Shoe Retailers 
Association. 

Gross premium income for the year 
was $1,092,932.29, of which $450,733.61 
was paid for reinsurance, leaving a net 
premium income of $642,198.68. Cash 
assets as of Jan. 1, 1929, were $750,- 
537, including surplus to policyholders 
of $280,597. Each of these figures rep- 
resents a substantial increase over the 
previous year. 

During the year the company con- 
tinued to return a cash dividend sav- 
ing of 33% per cent of the premiums 
collected on shoe stores. The Na- 
tional has since organization in 1919 
paid for losses and returned to policy- 
holders in dividends $3,736,466.71. 








Schulein Opens Store 


SPOKANE, WASH. (UTPS)—Arthur 
Schulein, well-known shoe dealer of 
the Inland Empire, has opened a 
women’s shoe shop in the Peyton Build- 
ing, where a $50,000 stock will be 





New Department Opened 
by William Pidgeon, Jr. 


RocHester, N. Y.—A Thrift Depart- 
ment, in which shoes will be sold at 
$5, $6 and $7, has been installed by 
William Pidgeon, Jr. The department, 
separate from the main store in which 
shoes from $10 up have been merchan- 
dised for a number of years, is in the 
rear of the main selling floor and has 
been decorated to give an effect of 
showiness. 

The general color scheme of prac- 
tically everything is orange and black, 
and the salesmen use fitting stools in- 
stead of seating their customers on an 
elevated platform, as in the main store 
up front. 

To give publicity to the new depart- 
ment, large-sized newspaper advertise- 
ments have been placed, a booklet about 
feet and footwear has been distributed 
by mail, a new electric sign has been 
installed on the store front, and even 
the radio will be used. 


Karl’s Adds 32nd Store 


Los ANGELES, CAL. (UTPS)—Add- 
ing the thirty-second store to its chain 
of retail shoe establishments, the Karl’s 
Shoe Stores has opened a branch at 
El Monte, on West Main Street. M. 
Hayatt has been appointed manager. 
Backed by the huge buying power of 
the chain, the newest store is making 
a determined bid for business on lower 
prices and better quality merchandise. 
El Monte is in the orange belt adja- 
cent to Los Angeles and is a prosper- 
ous community. 





Hollywood Shop Quits 


Los ANGELES, CAL. (UTPS)—The 
Hollywood Boot Shop at 6683 Holly- 
wood Boulevard, which formerly num- 
bered among its clientele many world- 
famed moving-picture celebrities, has 
gone out of business. The store was 
owned and operated by Ferro-Gamo, 
Inc., which firm is giving up its retail 
branches, leaving the field open to con- 
cerns which are retailing products of 
the Ferro-Gamo factory at Florence, 
Italy. 


Herbert’s Invade North 


WILMINGTON, DEL. (UTPS)—The 
only store of the Herbert’s chain north 
of the Mason and Dixon line was 
opened here at 833 Market street, this 
week. 

It is a one price store, selling only 
women’s shoes, hosiery. B. B. Thrift 
is manager of the store. 

It was announced here that plans are 
being made for opening a Herbert store 
in Philadelphia. 


——L. 


Wohl Changes Men 


Houston, TEX.—Two men, new to 
Houston, have been transferred by the 
Wohl Shoe Co. to manage their local 
branches here. D. L. Owsley from 
Birmingham is in charge of the Landin 
department, while T. W. Mills, Jr., 
lately of Columbus, Ohio, is looking 
after the McCreary shoe department. 
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STYLES Of 
TOMORROW-> 


1929! What will it bring? To some merchants 

about the same as last year—to Independent 

merchants greater business and greater prosperity. 

Feminine desires in footwear move ahead swifter 
than the years themse!ves—women are ever 
for the new—the unusual; but the en- 

tire Independent System of Style Scouts, master 
workmanship and quality material is geared up to 
meet the demands of style seekers; and mer- 
chants who offer Styles of Tomorrow—Today keep 
pace with these demands and enjoy the profits. 
Offer Independent, special made shoes to 
the women of your city and be certain of 
a prosperous 1929. Our special represent- 
ative in your territory will shew you sam- 
ples. Write or wire for an appointment. 












z G43 Blue Lunar Kid 
“Biarritz” Oner GsGes vaset 
Vamp 13195 S — 
Prime. 190 Last, 1 
Full Heel. ; 
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Independent J/hoe Manutacranr 
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This Silent 
SALESMAN 


Will Draw Customers ° 
Into Your Store 


Why leave as a dead weight on your over- 
head that very valuable space just outside 
of your door? Certainly you can’t afford to 
waste those few square feet, particularly 
when a small investment in a Silent Sales- 
man Outside Case will actually turn this 
space into a source of real profit. A case 
of this kind will enable you to display your 
best merchandise where every passerby will 
see it.. Goods well displayed are half sold, 
and the customers which a Silent Salesman 
Outside Case will actually draw into your 
store will very soon pay for the case itself 
Let us send you description and price: on 
our various models. 


Shen 


DISPLAY CASES 


Detroit Show Case Co. 


March 16, 1929 
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John Irving’s Opens 
in Modernistic Style 


Boston, Mass. 
—Al Seicol is the 


opened > 
in modernistic 
style, at 505 Wash- 
ington Street, next 
door to its former, 
smaller uarters 
which it oc- 
cupied for a little 
over a year at 
Al Seicol 507 Washington 
Street. The move 
was necessitated 
on account of the big increase in busi- 
ness which this shoe store, featuring 
$5 shoes exclusively, with no mark- 
downs, has built up in the past fifteen 
months of its existence under Mr. 
Seicol’s direction. Forty salespeople 
attended to the footwear wants of the 
public for the first two days. 

Upstairs, a general line of women’s 
shoes and hosiery are carried. Down- 
stairs, an evening slipper and correc- 
tive shoe departments are installed. 
Hosiery departments are located both 
upstairs and downstairs. 

One of the features which increased 
trade on the opening days was the gift 
of a pair of $1.30 picot-edge, narrow 
heel, 45-gage chiffon hosiery with every 
pair of $5 shoes sold—a full line of 
the new sun-tan shades as well as some 
grays were offered. The store was filled 
with a profusion of flowers on the two 
opens days, and many members of 
the trade called to offer their con- 
gratulations. 

H. E. Engleman, vice-president end 
general manager of the John Irving 
chain, was in Boston for the “inaugura- 
tion.” Three or four new stores in the 
John Irving chain are a within 
the month, which will make the total 
number of units in this group about 
sixteen. The new store described 
and illustrated on another page. Its 
elaborate treatment strikes a new note 
in popular-priced retail shoe stores for 
this section. The black Carrara mar- 
ble and silver front was installed by 
Kaplan & Frankel, New York con- 
tractors; Elias rothschild & Co., Inc., 
of New Vork, were the architects. 





(Photo by Waid) 


Berberich Adds Gowns 


WASHINGTON, D. C.—Kobert Ber- 
berich Sons, old established and well 
known shoe retailers here have added 
departments carrying women’s coats, 
gowns, frocks and raillinery. The new 
departments were opened for p:ivate 
inspection by Ber=arich patrons on 
March }. e Berber‘ch store is lo- 
cated at 12th aud F streets, N. W. 





Stage Fashion Show 


BIRMINGHAM, a. ad 3 hat ag 
cooperation with a depart- 
ving a shoe depart- 
e fashion revue at the 





“Gunn also was with the same firm for 


Northwest Meet in June 


PORTLAND, ORE—The Northwest 
Shoe Retailers Association formed at 
an organization meeting a year ago, 
announces the calling of the second an- 
nual convention of the association at 
Portland, June 2, 3 and 4. The con- 
vention will be held in the Multnomah 
Hotel. Manufacturers’ agents are be- 
ing invited to show their shoes at the 
convention. 


A. Schulein to Open 
Store in Spokane 


SPOKANE, WasH. (UTPS)—Continu- 
ation of a name known. in one 
business since 1889 was assured today 
when Arthur Schulein, junior partner 
in the recently closed firm of M. & S. 
Schulein, shoe retailers, announced his 
intention of opening the Art Schulein 
shoe store here this month. 

Mr. Schulein’s father, Sidney Schu- 
lein, and his uncle, Martin Schulein, 
opened the firm of M. & S. Schulein 
30 years ago. At the death of his 
father, 10 years ago, Arthur Schulein 
assumed his fathers interest. Martin 
Schulein retired from business with the 
closing of the pioneer firm. 

Mr. Schulein is now supervising the 
remodeling of property near Post on 
Riverside, where his new store will be 
located. He will sell women’s shoes, 
hosiery, bags and accessories. His plan 
for interior finishing has not been an- 
noanced, although he promises “an 
exceptional shop which will be pat- 
terned alo the lines of the latest 
style in architecture and furnishings. 





W oven Slippers to Order 


PHILADELPHIA, Pa. (UTPS)— 
Stigorwalt’s have inaugurated an 
entirely new service, that of mak- 
sn 2 to order a woven slipper in 
colo 


rs to match any given cos- 
tume. The price of the slipper 
is $25.00. 











Gunn & Critzer 
Opened in Spokane 


SPOKANE, WASH. (UTPS)—Opening 
of the Gunn & Critzer shoe store, W616 
ag Avenue, was held March 15. 
Tre firm handles both mei’s and 
women’s footwear, specializing in shoes 
<7 for over $10. They carry stock 
val at $15,000. The front of the 
building is finished w:th walnut panels 
full carpets, end there is no ex 
shelving for the stock, which is car- 
ried in the rear of the building, shut 
off from the front by a partial parti- 
tion. Stock is displayed along the floor 
nexi to the wal!s, the floor level being 
continued ‘nto 1. window spaces. 
pe lighting effects have been in- 
sta and the furnishings are in ma- 
iogany with mohair and tapestry trim- 
vr. Critzer was with the firm of 
M. & 8S. Schulein for 10 years. Mr. 





ment, 
Ritz Theatre last week. 











Concerted Spring Opening 
To Be Held in Lexington 


LEXINGTON, Ky. (UTPS)—Windows 
for the Lexington Spring Style Show 
will be prepared on Monday and Tues- 
day of the week before Easter, and a 
mile and a furlong of beautiful win- 
dows will be unveiled at 7 p. m., 
March 20. 

W. Frank Whatley, manager of 
Stansifer’s Booterie, who is chairman 
of the shoe retailers, is very enthusi- 
astic about the sales value of the hook- 
up of all the retail stores in putting 
on the Style Show, which has been 
planned to the letter to attract out-of- 
town people as well as the people of 
the city. 

Mr. Whatley says that the most 
popular spring colors in shoes are Lido 
Sand kid, French beige kid, Sunburn 
kid, Slate Blue kid, and Water-Snake 
with trimmings of colored kid to blend. 
The staple patents, mat kid and black 
satins are holding their own with the 
new color fad. 

Smart strap effects, step-ins and 
plain pumps in high and low heels 
are outstanding in styles. 





Changes in California 


Los ANGELES, CAL. (UTPS)—Re- 
ports of sales of stores and opening 
of new retail shoe establishments in- 
dicate a number of changes in this 
territory during the past month. 

C. M. Young of San Fernando re- 
cently sold out and has reopened a 
store in the beach community of 
Laguna. He is associated in the new 
enterprise with William G. Schmelzel, 
prominent local shoe man. 

Joseph Newman has opened a new 
establishment at 4773 Whittier Boule- 
vard under the name of Economy Shoe 
Store. 

Following 16 successful years of re- 
tail shoe marketing in San Diego, 
G. F. Boldrich, vice-president of the 
Boldrich Shoe Company, announces the 
opening of a branch at Sixth and C 
Streets. The main store is located at 
946 Fifth Avenue in the southern city. 





“Slipperland” Moves 


WIcHITA FALLs, Tex. (UTPS)—The 
business of Slipperland, one of the 
leading footwear and hosiery estab- 
lishments of Wichita Falls, has moved 
to enlarged quarters at 718 Indiana 
Street. The new building is equipped 
with an attractive plate-glass front. 
and plenty of plate-giass display win- 
dows. It was ape arranged and 
decorated for a shoe store. New furni- 
ture was installed for the new home. 


Charles K. Marsh Dead 


MINNEAPOLIS, MINN. (UTPS)—The 
death of Charles K. Marsh, 74, re- 
calls to the minds of old-timers his 
shoe store way downtown. Mr. Marsh 
was one of the pioneers, and was with 
various companies, at one time being 
a traveling salesman, in his residence 
of 45 years. He had been retired six 
years. At one time he was connected 
in the retail trade with the Kilbourne 








seven years. 


Shoe Co., long since out of business. 
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A NEW AND UNIQUE 
ORNAMERNT SERVICE 


REGORY is a unique organiza- 
tion serving the shoe manu- 
facturer and the retail shoe 
merchant with the latest ornan:enta- BE aimtng "ME in 
tion for women’s style shoes. Unique Dy Gregory 
By Gregory in the respect that the Greg No. 1503—To be had in Bik. 
No. 504—Genuine Python or business policy is devoted to Soe with” fine cut Pires = 
Watersnake in any color with ap- e ° ee Price $39.80 per doz. pairs. 
propriate trimming. Price $6.00 ducing individual ornament styles 
oe for the high quality trade—acting 
in the capacity of ornament style 
counsellors. 








Illustrated on this page are four 

Gregory originations in vogue er This Buckle Filler 

as and Summer models. Eac by GREGORY will 
will enhance the shoe pereseatbaenss ‘ add to the beauty 

and overcome sales resistance. of any pump. 


RAPID DELIVERY ASSURED! 


e : 
Gregory . 

nenmes: CRECORY 

= cheated aad No. 2001—A three layer buckle 


doz. pairs. 
Filler in tent, sil d tent. 
pie Oot ste right Nhe York ae ORNAMENT COMPANY Gan be had in any conecal vale com: 
storm. s over vamp 0. nation of leathers. ce e per 
@ shoe. 225 BUFFALO AV. BROOKLYN, N. Y. = doz. pairs. 



































Accepted 


The words “Greeley” and 
“Boudoirs” have become the 
accepted trade terms for the 
highest grade  hand- 
turned bedroom slippers 
IN on the market. Do you 
sell them? Have you 
STOCK written for samples and 
prices? Your jobber 
should carry them. 


A. W. GREELEY 


12 Dancan St. 
Boston 
Mr. Ourrive AND MR. Carr 



































Did You Seer Think of This? | 


You probably have used equipment, shop-worn equipment, out-of-date 
models or products which you do not want but which some one else would 
be glad to get hold of at a price under the market. 

Classified Advertising in the BOOT AND SHOE RECORDER will 
move them quickly and economically. See Classified Section for Advertis- 
ing rates. 





SHOE RECORDER 





A series of advertisements now running fa 
Vanity Fair, Vogue, The New Yorker, Spur and 
© Town & Country is acquainting your custom- 
ets with the many advantages offered by shoes 
equipped with Diamond Brand Visible Fast Color 
binor point of excellence that denotes 
‘in every detail of the shoe itself. 
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“VARSITY” TAPS 


JOBBERS: “VARSITY” TAPS Hold Unusual Possibilities for You. Write at once! 
acelin 





BOOT AND SHOH RECORDER March 16, 1929 





IN STOCK For 


$42, Per 
Rush Delivery! 


Gross Pairs 











VARSITY DRAG.... BLACK BOTTOM.... CHARLESTON.... 
The Dance Season is with us.... NOW! 
Keep abreast of the great demand for these IMPROVED Dancing Taps! 


“VARSITY” TAPS are made in Three Sizes... Size 3 shown above. 


DEAUVILLE IMPORT CORP. 


38 West 32nd St. . New York 


P. S. HOLFAST—The BEST Buckle Holder—IN STOCK for Rush Delivery! 














Printed Price Tickets 
All regular and 


Clearance ce Sale Prices 


Any prices wanted 25¢ to $22.50—Green Border 
Any prices wanted $1.95 to $9.95—Orange Border 
6-doz. odd lot assortment 
$1.10 
12 doz—$2.00 
24 doz.— $3.50 
12 each of 6 prices 85c 

12 doz.—$1.50 - 
24 doz.—$2.50 
1 doz. of one price 15c 
Cash or stamps with order 











Discctadsvace Caivdcicsd ov vee De 6a ceuensics | ARENT Sey: 
pbctdewevnce Divs pear ecenath pad bint.ocsek Ws Gotben cee 
C) Send details on Card Services 
STD vb vie ke 5b.0 fp ao 66wi bb ccc vidssedebewsscececsecee 
Edinb Dth eo 0004666 ce beS sR wh cbs cbse s oes CaS wecesece 
DOE: chn-dce dc cddabadeen sh cbse ccdbvdbedesbcdcecdcvaccesee 
Seed 
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Jungle Nook 


The Latest Zoo Fitting Fixture 
from 


THE AD-CRAFTS SHOPS 


Buying a new pair of shoes in your store is a 
thrilling event to a little tot, bat you add to this 
event greater thrills, long to be remembered, 
when you provide this colorful and interesting 
new Jungle Nook for him to sit in while being 
fitted. Its atmosphere of the circus will lure 
the wee customer into your store and quickly 
make friends for you with a host of children. 
It requires very little space as it is only eight 
feet long by two feet wide. The clever little 


elephant fitting stool is included and the price 


is moderate. Write for catalog. 


THE AD-CRAFTS SHOPS 
900 - 2d Ave. W. Cedar Rapids, Iowa 


Parchment kid center 
buckle, Beige kid col- 
lar. Spike and Cuban, 
A to 84.25 








Compo Shoe 
Machinery Corp. 


Common Stock 


Bou ght—Sold— Quoted 


CIRCULAR ON REQUEST 


Berdell Brothers 


NEW york sTock “EXCHANGE 
NEW YORK CURB MARKET 


39 BROADWAY, NEW YORK] } 
Tel. WHItehall 4051 














BOOT AND SHOE RECORDER 


IN 


x 





Lillian 
Enid 





Sally 
Patent leather tip and 
quarter, Brown lizard 
vamp and front strap, A 
to ©, Junior Baby Louis 
heel only, modified last, 
83.60 


Beige kid tip and quarter, 
Beige lizard vamp and 


front strap, 16/8 Spike 
and Cuban heel, modified 
83.60 


Just a few of the beautiful styles that will sweeten 
your pre-Easter display of novelty shoes. 


57 Lincoln St., Boston, Mass. 





Light parchment kid 
center buckle, Beige 

kid collar. Spike and 
Patent leather center Ouban, A to 0.83.85 


buckle, bronze Chin- 
collar. Spike Patent leather with 


Cuban, A to © mat kid collar, A to 
84.00 Co $3.60 
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pectalisis Naturally|( 
the 


Specialists have not created the 
existing demand for their services. 


c= 
Its’ Publications Broadly 
Cover the Following 
Industries and 
Trades 










Automotive 

Automotive Industries 

Automobile Trade Journal and 
Motor Age 

Motor World Wholesale 

Commercial Car Journal and 

Operation & Maintenance 

Chilton Catalog & Directory 

Automotive Industria! Red Book 

Chilton Aero Directory and 
Catalog 


Demand for their services has cre- 
ated specialists. 





Each unit publication of the United 
Business Publishers has grown in 
answer to a need for the specific 
services it renders. 


Hardware 

Hardware Age 

Hardware Age Catalog 
Jewelry 

The Jewelers’ Circular 
Metal Trades 

The Iron Age 
Optical 

The Optical Journal 
Petroleum 

The Petroleum Register 

Oil Field Engineering 

Allen’s Superintendents Hand 

Book 

Plumbing & Heating 

Sanitary & Heating Engineering 
Shoe 

Boot & Shoe Recorder 
Textile 

Dry Goods Economist 

Dry Goods Reporter 

The Drygoodsman 

Pacific Coast Merchant 
Toys 

Toy World 
Warehousing 

Distribution & Warehousing 





That these units have come to be 
leaders in their respective fields is 
due to the fact that they have con- 
stantly striven to perform a worth- 
while service. 












































LUT 

















QUT 














Controlled by the UNITED BUSINESS PUBLISHERS, INC. 
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WHERE TO BUY 
Men’s Shoes 
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BOSTONIANS 


SHOES FOR MEN 
COMMONWEALTH SHOE & LEATHER Co. 
WHITMAN, MASS. 




















NETTLETON 
Shoes of Worth 
A. BE. NEETLETON co. 


g. W. COOR, 
ps ag Seated 
MEN'S FINE.SHOES EXCLUSIVELY 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 
Brockton, Mass. 





Shoe «Market News 


In The Boor anp Sie RECORDER 





NATIONAL NEWS 


SATURDAY, MARCH 16, 1929 


EVERY WEEK 





Large Volume 
Of Pre-Easter 
Shoes Shipped 


LYNN, MAss.—Easter shoes have 
been made and delivered, excepting for 
those last-minute orders that always 
come in. The volume of this business 
totals up large. Reports differ on fu- 
ture business, some saying that orders 
are early and abundant, and others 
saying that orders are tardy and smail. 
But optimistic views rule. 

Textiles, domestic as well as import- 
ed, are making a strong bid for favor, 
and tanners are meeting the competi- 
tion. Polka dots in colors on linen 
cloths, dots and dashes, plaids, and 
modernistic prints all are being sam- 
pled. It wouldn’t be surprising if 
striped linings appeared, as a device 
90 brightening up the inside of the 
shoe. 

White kid, or cabretta, is commonly 
picked as a gg, ge Blacks, in- 
cluding patents, . ag —— = 
and there are satins 

in some of the shops, roel ca a a 
fusion of ~~ including the greys, as 
well as new blues, S$ and so on. 

Sandal effects and open shank pumps 
are coming along wi "the sun. For 
extreme styles, shanks are cut away, 
vamps are slashed to ribbons of leather, 
and quarters and counters are reduced. 
Straps, with a few exceptions, are as 
ingenious as designers can contrive. 
Woven effects are many. 

One of the leading ideas, in treat- 
ment of straps, is to inlay the base of 
the straps in a mosaic or other novel 
patterns. The strap base has become 
a quite important point of style. New 
pumps, of the opera type, are trimmed 
with inlays of lustre or reptile leather, 
or are adorned with gay buckles or 
bows, for now that arctics have been 
— the lady would dress up her 
ankles. 





Factory Changes Hands 


HAVERHILL, Mass.—The H. E. Gup- 
till factory, Winter and Duncan Streets, 
this city, one of the best known pieces 
of factory property in the local shoe 
district, has been purchased by Simon 
Starensier, prominent local shoe man 
and realtor. Mr. Starensier, who also 
owns the factory (formerly that of the 














Gale Bros., Corporation), which ad- 
joins the Guptill plant, buys for invest- 
ment. The Guptill factory is of brick 
construction, consisting of six floors 
gh basement with a total floor area of 
uare feet. Since the liquida- 

ton no : Guptill — — —— 

Baiponne | as m su 

divided son Gh maggie: rements of 
Bath a lh — several of 

















ae now-tenant the property. * 


Increase Reported by 
Men’s Shoe Factories 


Boston, Mass.—Business placed for 
April deliveries is reported as good by 
both men’s and women’s manufacturers 
of this section. For instance, a men’s 
welt manufacturer says that his vol- 
ume for March and April, this year, 
is greater than for the corresponding 
period of last year. Another operator 
of a men’s welt shoe plant in this sec- 
tion reports that while his orders have 
been a little late in arriving, he is 
now receiving more than he did for the 
same two weeks of a year ago, and he 
fully believes that he will finish the 
season with a gain over the corre- 
sponding period of 1928 

One manufacturer in this section 
making women’s novelty McKays re- 

rts that sales are about even with 

t vear, while a nearby Boston con- 
cern making both men’s and women’s 
fine welts reports that orders are much 
in advance of those booked for the same 
period of the last run, and that at the 
present time production is about one- 
third more than it was a year ago in 
March. 

A New Engiand concern making 
misses’ and children’s shoes reports 
that its business is 15 per-cent ahead 
of that of spring, 1928. Patent ieather 
is being used in increasing quantities 
in women’s and children’s shoes manu- 
factured for late spring delivery. For 
instance, a manvfacturer of women’s 
novelty McKays in this city reports 
that 50 per cent of his orders are for 
patent leather, the other 50 per cent 
for colored kid. A concern making 
children’s shoes says that patent leath- 
ers are on order to about 80 per cent 
of the production. ~Light colors on 
sun-tan shades of calf and kid, as well 
as many reds, blues, and greens and 
water-snake effects galore are being 
converted into shoes now in the works, 
and are also noted in attractive array 
on the finished shoes in sample rooms. 
The grosgrain ribbon bow is a favorite 
completion of a one eyelet tie pattern. 





After Eight Years 


A Lynn shoemaker who chooses not 
to be mentioned, had this letter in his 
mail a recent morning: 

“Dear Sir:—About eight years ago 
my wife bought a pair of shoes at Lynn 
or in Boston. Stamped on the inside 
is your trade mark. My precious wife 
has since passed away. e never had 
them on. I would like to give them to 
afriend. But they are toosmall. Would 
you exchange them? The size on the 
inside of the shoe P ‘43751.’ I would 
like to exchange them for a No. 4% 
shoe, of the medium width. They are 
button shoes. If you can not furnish 





a button shoe, a lace shoe will do.” 
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Rubber Prices Increased 
8 Per Cent 


Two of the leading rubber 
companies have announced that 
effective “at once” prices on all 
rubber footwear are increased 8 
per cent. This puts rubber foot- 
wear back to practically the 
same prices in force before the 
January schedule, showing re- 
ductions of approximately 6 per 
cent, was announced. The pres- 
ent advance is ascribed to the 
boosting of crude rubber prices, 
occasioned by the big demand 
for the raw material by automo- 

. bile tire manufacturers and 
other users of crude _ rubbe-. 
Even though the _ restrictions, 
which were previously operative 
under the Stevenson Act, have 
been removed, nevertheless so 
great has been the call the world 
over for crude rubber that it has 
for some time been selling at 26 
cents the pound, whereas the 
price last year was 18 cents. 
Rubber men say that crude rub- 
ber may even range above the 
present 26-cent figure. 

The present advance in rubber 
footwear prices does not in any 
way interfere with the 5 per 
cent reductions on orders placed 
prior to July 1, as previously an- 
nounced; nor on volume rebates. 











Thoman Shoe Co. to 
Make Children’s Welts 


CoLuMBuUs, OHIO (UTPS)—The Tho- 
man Shoe Co., with an authorized cap- 
tal of $25,000 has been chartered to 
manufacture infants and children’s 
welts. The incorporators of the new 
company are Louis Thoman, Harry L. 
Thoman and Dena Thoman. 

Louis Thoman has been made presi- 
dent and treasurer and Harry L. Tho- 
man, vice president and secretary. The 
et has taken over a portion of 
the wel! equipped factory at 32 West 
Spring Street, formerly cperated by the 
Columbus Shoe Co., which was liqui- 
dated several months ago. Louis Tho- 
man was at the head of the Columbus 
Shoe Co. 

Production of shoes has started and 
the product will be on the market by 
March 20. Harry L. Thoman who has 
been carrying the Sinbac line in Ohio 
has resigned to carry the new line of 
infants and children’s footwear. 


Slipper Business Gains 


BrRooKLYN, N. Y.—On March 1 the 
Best-Ever Slipper Company of Brook- 
lyn announced that shipments sent out 
from January 1 to March 1 were fifty- 
one per cent ape than during the 
first- two months of 1928. This is due 
to merchants’ stocks of Best-Ever slip- 
pers having been very completely sold 
out at the holiday time and to the real- 
ization on the part of dealers that slip- 
pers are not seasonal, but year-around 
merchandise. - 





“Solitaire” Polish to Be 
Made in This Country 


New York, N. Y.—Production of 
“Solitaire,” a cleansing and polishing 
cream for leather, will begin next week 
in a four-story plant at Kane and Van 
Brunt Streets, Brooklyn, which has 
been leased for that purpose. 

This product, which has been on the 
market about 10 years in England, 
and which has been imported into this 
country during the last year, is being 
distributed in this country, Canada and 
South America by the Solitaire & 
Furmoto Chemical Company, recently 
organized. Production in this country 
will be under the direction of the par- 
ent company in England and English 
engineers. The composition of the 
cream is secret and contains no acids, 
oils or grease. The main component is 
a vegetable product found in Australia. 

The American distributing company 
is backed by a number of men in the 
leather and motion picture trades. The 
president of the concern is E. Born- 
stein who was responsible for the mar- 
keting of the product in England; the 
treasurer is J. L. Rubenstein, and asso- 
ciate of William Fox, motion picture 
magnate; and the secretary is C. G. 
Galston. A. M. Sneddon is manager. 
Offices and sales offices have been es- 
tablished at 300 Madison Avenue. 


Annual ‘Meeting Held 


By Vulcan Corporation 


PoRTSMOUTH, OHIO—The annual 
meeting of the stockholders of the 
Vulcan Corporation was held in Ports- 
mouth, Monday, March 4. The stock- 
holders approved the reports of com- 
mittees and elected directors for the 
ensuing year. The directors elected by 
the stockholders are: 

H. D. Campbell, vice-president of 
the Seaboard National Bank, New 
York; W. Chalaire, Sullivan & Crom- 
well, New York; Charles A. Goodman, 
President; Sawyer-Goodman Lumber 
Co., Marinette, Wisconsin; James M. 
Hutton, W. E. Hutton & Co., Cincin- 
nati; Judge B. F. Kimble, attorney, 
Portsmouth, Ohio; Edward L. Love, 
Love, Macomber & Co., New York; 
Col. A. L. Mercer, president, Vulcan 
Corporation; H. L. Poinier, E. Naum- 
burg & Co., New York; Wm. G. Pheips, 
Jr., Crittenden, Phelps & Co., Bing- 
hamton, New York; A. J. Ryan, Cin- 
cinnati; John W. Snyder, Cashier, 
Portsmouth Banking Co., Portsmouth, 
and H. S. Van Camp, Treasurer, Vul- 
can Corporation. 

At the meeting of directors follow- 
ing the stockholders’ meeting, Col. A. 
L. Mercer was elected president; John 
W. Snyder, vice-president; C. E. Dow- 
ling, secretary; and H. S. Van Camp, 
treasurer. 


New Lynn Company 


LYNN, Mass.—Irmac Shoe Co. has 
started at 702 Washington Street to 
make stitchdown shoes for children, 
and Samuel Grass, who started it, has 
named it for his children, taking for 
the name the first letter of Irene, Ruth, 
Marcia, Alfred and Charlotte. Mr. 
Grass was formerly in the shoe busi- 
ness in Boston. 


Men’s Shoes 


— 





WOOD SOLE SHOEK* 
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BION F-REYNOLDS CO™ BROCKTON MASS 


WHERE TO BUY 


Men’s & Women’s 
Slippers 





PARISTYLE FOOTWEAR MFQ. CO., ING. 
Factory and Salesrooms 
40-46 West 25th St.. New York City 
$27.00 per doz. and up 


Waa, = 


HIGH GRADE TURN MULES and D’ORSAYS 





WHERE TO BUY 


Store Fixtures 
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HERE TO BUY 


Women’s Novelties 








In Steck $3 te $5 Sellers Faster Styles— 
$2.35! ! 


$s, uni- 


















BONDWAY 


PROCESS 
footwear remark- 
smartness and 


ROWD SHOE COMPANY. {52 Duane St, Now York 
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WHERE TO BUY 


Women’s Shoes 
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TO RETAIL TO RETAIL 
$5 $ 
\\ } ee 
REST-O-ARCH 
Novelty Corrective Shoe 
15 STYLES IN STOCK 
Rigid Steel Shanke—Combination 
ts 


Catalog on Request 
GALE SHOE RIFC.CO 
MANCHESTER, N. H. 












WHERE TO BUY 
Standard Shoe Materials 








The One 
Waterproof 
That 




















Hide and Skin Exchange 
Establishes Headquarters 


Two Floors of Building at Cedar 
Street, New York City 


New York Ciry.—The New York 
Hide and Skin Exchange, Inc., has 
leased the first and tenth floors of the 
new building at 5 Cedar Street, says 
an announcement by Milton R. Katzen- 
berg, president of the exchange. The 
ground floor will house the exchange 
proper, while the board room, execu- 
tive offices and clearing house will be 
located on the tenth floor. 

The trading ring, quotation boards, 
ticker room, lounge, lobby, and coat 
room will be on the ground floor. The 
interior of the exchange will be fin- 
ished in walnut, with leather trim gen- 
erously used, in keeping with the char- 
acter of the exchange’s business. 

It is expected that the exchange, 
with complete trading facilities, will be 
ready within four weeks, and that the 
future trading in hides and skins will 
get under way late in April or early 
in May. 


Selby’s New Plant 
Almost Completed 


PORTSMOUTH, OHIO (UTPS)—The 
Selby Shoe Co. has practically com- 
leted the new addition to its plant, 
ocated on Findley and John Streets, 
Portsmouth. The carpenters have com- 
pleted their work and the painters are 
placing the finishing touches on the 
interior finish. The work of removing 
departments from the former unit bas 
been started with the insole tacking 
department the first to move. This de- 
partment will occupy the fourth floor 
of the new unit. he ~=-w addition 
consists of a five-story building with 
basements, containing all medern ap- 
pointments to make it one of the most 
up-to-date factories in the entire coun- 
try. It was built on the site of an 
older unit which was razed to make 
way for the new portion. 

The general offices, now lodged in 
the present unit, will be moved to the 
addition soon, and the space now occu- 
pied by these offices will be used for 
the medical and supply departments. 

The task of removing into the new 
unit will be completed by May 15, ac- 
cording to Roger A. Selby, president 
and general manager of the company. 


Add Red Cross Dep’t. 


MEMPHIS, TENN. UTPS)—The 
Booterie, 43 South ain Street, 
women’s shoes, is to o Monday a 


new department featuring Red Cross 
shoes, L. Frank, president, an- 
. The entire second fioor, 
served by elevators, will be devoted to 
this new department. Bright ideas in 
color schemes and ipment have been 
invoked. Dr. A. T. sey, chiropodist, 


will maintain offices in this new shoe 
salon. K. R. Hunter, expert fitter, will 





be associated with him. 





Moves to Chicago 


CHIcaAGo, InL.—W. W. Mooney & 
Sons, Inc., recently transferred its St. 
Loui’ sales office to Chicago where A. J. 
Van den Endeisincharge. In addition 
to continuing to cover the St. Louis and 
tributary markets, Mr. Van den Ende 
will also sell the Wisconsin and north- 
western users of “Mooney” sole 
leather, a product with which his 
name and efforts have been associated 
for the last score of years. 


Brockton Shipments 
Show Steady Gains 


BROCKTON, Mass.—Easter business 
still continues bustling in most of the 
factories here, and particularly in 
those plants where women’s lines are 
turned out in conjunction with the 
men’s shoe output. Shortage of work- 
ers continues to be a factor which some 
plants are facing. Quite a few factor- 
les are working their employes to the 
limit of their time and capacity. 

Although the new year began slowly, 
shoe shipment figures show this cen- 
tre is running just a little bit ahead of 
last year’s banner record for the last 
five years. The increase, however, is 
not large, but it is gaining with the 
rush to ship Easter at once orders. 
Parcel post shipments of few pair lots 
continue heavy. 





Chicago to Have Two 
New Shoe Companies 


CHIcAGo, ILL.—Frank Smith, form- 
erly with The Monarch Shoe Co., 
Chicago, has been prominent in the 
formation of The Royal Infant Shoe 
Mfg. Co., of 430 South Green Street, 
Chicago, recently incorporcted. Among 
Mr. Smith’s associates in the new com- 
pany are Max Hirsch, Max Agers, Sam 
Baum and Etta Hirsch. 

Chicago’s production of women’s Mc- 
Kays will be further extended by the 
recent organization and ‘corporation 
of The Irving Shoe Co., capitalized for 
$40,000 and located at 314 West Su- 
perior Street. Jacob and Joseph Mar- 
gelin, well known in Chicago shoe man- 
ufacturing circles, sre the prime mov- 
ers in the new company which gains 
its name from the given name of the 
young son of Joseph Margolin. 


New California Plant 


Los ANGELES, CAL.—Plans have been 
made for the building of a $500,000 
shoe factory here, which will produce 
men’s, women’s and children’s shoes. 
The new concern will be known as the 
Vento Shoe Corporation, with Charles 
S. Florsheim, president. It is expected 
the new plant will be in operation by 
September. Temporary quarters have 
been secured by the company which is 
already producing around 1000 pairs 
of shoes daily. 


Store Name Changed 


ADRIAN, MicH. (UTPS)—The Drech- 
ler Shoe Company, with store at 117 
West Maumee avenue, has changed its 
name to the Harvey Boot Shop, 
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New Harney Factory 


STONEHAM, Mass.—Harney Shoes, 
Inc. are moving to the big factory on 
Main Street, near Stoneham Square, 
where they will continue to make nov- 
elty McKays, the same as they did in 
their factory on Harrison Court, Lynn. 
P. J. Harney, founder of the firm, has 
made shoes in Lynn for about 50 years. 
He and his sons, Arthur and Charles, 
carry on the enterprise, Charles being 
in charge of the factory and Arthur 
of the sales. 


Tariff Discussion 
Led by J. Otis Ball 


HAVERHILL, MAss.—J. Otis Ball, 
managing director of the National 
Boot & Shoe Manufacturers’ Associa- 
tion, discussed the vital issues pertain- 
ing to the drive for a protective tariff 
for the shoe industry, with members of 
the local and Newburyport industry at 
a meeting held recently at Raymond’s 
Inn, Amesbury. . Nearly two score 
shoe men attended the meeting. 

Edward M. Rickard, vice-president 
of the National association, was chair- 
man of the evening. Besides Mr. Ball 
and Mr. Rickard, the speakers included 
Everett Bradley of the Bradley-Good- 
rich Co., Inc., and William D. Dodge 
of the W. D. Dodge Co., Newburyport. 


Good White Business 
Booked in Cincinnati 


CINCINNATI, OHI0—Production at 
loca! shoe factories continues high al- 
though the majority will catch up on 
orders by the last week of March. A 
great deal of rush business was com- 
ing around the first of March and a 
satisfactory volume of business was 
being booked for later delivery. 

Production for the past few weeks 
has been confined largely to light col- 
ored kid and black patent. It is esti- 
mated at 25 per cent of the output 
of the average factory is black »atent 
and close to 50 per cent light cvlored 
kid. Most of the kids are the familiar 
shades of iast Spring although there 
are a few ne’ ones. Ivory gray is a 
new one and sv is meerschaum. There 
is a fairly good demand for gray kid, 
in fact, it is better than it has been 
for some time. 

The<e has peen a big increase in the 
demand for black patent as shown by 
production figures and the demand for 
reptile leathers is about the same as it 
was in January. Snake trimmed shoes 
are good and lots of suede is being 
used for trimming and in making com- 
binations. 

Judging from the amount of white 
business that has been booked in the 
gt six weeks, white will undoubtedly 

good as soon as pretty weather seis 
in. Some whites are being shipped out 
but the majority of orders specify 
April delivery. 


Shoe Store Leases Building 


Fort Wortn, Tex.—The Newkirk- 
Offutt Shoe Co. has leased its building 
to the McCrory chain-store ple, to 
take effect February, 1930. Just what 
the shoe concern will do is yet to be 
decided. 





Gregory Establishes Plant 


For Ornament Production 


BROOKLYN, N. Y.—Gregory, manu- 
facturer of shoe buckles, bows and 
ornaments has been established in a 
new plant at 225-229 Buffalo Avenue, 
Brooklyn. Benjamin G. Green is the 
proprietor and business manager of 
the concern and will be its chief rep- 
resentative in the Metropolitan district. 
Unique shoe ornaments for both the 
manufacturing and retailing fields will 
be produced. 

With a staff of able designers, Greg- 
ory will devote his time solely to de- 
signing. The new company is different 
from many of its contemperaries in one 
salient respect, instead of carrying in- 
stock styles, as is the custom among 
certain producers of ornaments, it will 
co-operate with manufacturers in creat- 
ing for them any individual style to 
suit their particular reeds. 

Gregory announces a strict policy of 
not copying so-called “Paris” creations, 
or imported novelties, but will devote 
his entire ability and time towards 
originating fashions for individual re- 
quirements. 

Besides specializing in up-to-the- 
minute patterns in popular reptile, kid 
and combination leather effects, there 
is a branch of the business given over 
to make beaded effects in virtually any 
design conceivable. 


Swing to Patent Is 


Seen in Haverhill 


HAVERHILL, Mass.—Local factories 
are at peak production for the season 
and production units are being strained 
to assure prompt deliveries on Easter 
merchandise. olored kid is predomi- 
nating in the shoes now going into 
shipment, but the stimulus given Stade 
in the past fortnight indicates that the 
swing to black patent is not far away. 

Between the difficulties encountered 
in securing the desired selections in the 
new light kid and the production ob- 
stacles incurred, the local shoe men 
turn to patent enthusiastically. Pat- 
ent throughout the season has run 
well, being used freely in combination 
with kid, but from new on bids fair 
to predominate. 

Snakes and reptiles still figure very 
notably in the Spring lines. One straps 
and simple pump effects stand out in 
the pattern field, with sandal types, 
ties, and occasional oxford effects for 
late season. 


Wallace Buys Interest 
in Cinderella Shop 


LEXINGTON, Ky. (UTPS.)—Andrew 
C. Wallace, formerly manager of the 
shoe department of the Mitchell-Baker 
and Smith department store, has 
bought a half interest in the Cinderella 
Slipper Shop. 

iMr. Wallace and his partner, Mr. 
Wallin, plan to open a Cinderella Shop 
in Chattanooge, Tenn., in the near fu- 
ture. Mr. Wallace is a man of wide 
shoe experience, having formerly been 
with the Wohle Shoe Company in the 
capacity of manager of different steres. 





WHERE TO BUY 
Ballet Slippers i 


The Famous Con- 
cave Arch Hard 
Toe Slipper, and 
all types of danc- 
ing footwear. At 
once delivery. Send 
for catalog. 


Coast Representative: 
$159 Vinecat Ave. Eeple X k 
incent Ave., Eagle Roc 
Los Angeles, California 





& 
a 


Rights and Lefts 
Two Grades 


Wos. Miss. Chi. 

81.50 $1.45 £1.40 
1.85 1.80 1.25 
Im Stock 


825 West Monroe Chicago, nm 








Brooks’ Toe Slippers 


In Stock 


Women Misses Ohildren 
€18 Black Kid....$2.80 $2.75 $2.70 
€08 Pink Satin... 3.15 8.10 8.06 

Coast Prices Slightly H-gher 


BROOKS SHOE MFG. CO. 
Philadelphia—.i17265 No. 6th St. 
Les Angeles—1162 Se. Hill St. 











HAND TURNED, BLACK KID 
BALLET SLIPPERS 
IN STOCK 


Women’s, $1.35; Misses’, $1.80; Children's, 
$1.25. Mail orders promptly attended to 


Send for Samples 
ROTH & ROSENBERG SHOE CO. 


anufacturers 
124 N. Srd St., Philadelphia 











Im Stock Black Bal- 
let Slippers 


Ladiew $1.25 pr. 
Misses’ ais Pr. 
Ohild’s $1.15 pr. 
BLOG SHOE CO., INO. 
147 Duane &t., 
New York, N. Y¥. 











Fire Wrecks Dyer Store 


Cuero, Tex. (UTPS)—Fire prac- 
tically wrecked the building and stock 
of the O. D. Dyer Boot Shop here a 
few nights ago. The shop will be re- 
opened, it is said. O. D. Dyer is pro- 
prietor of the place. 
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WHERE TO BUY 
Slipper Supplies 


POMPOMS AND ; 
ee SS eee tae. 
on . 























New Retail Shopping 
Center in Houston 


Houston, TExX.—A new retail shop- 
ping center is fast being established 
some four blocks south on Main Street, 
from where the majority of the busi- 
ness was previously located. In a few 
months Krupp & Tuifly will be in their 
handsome new building which is being 
constructed for them at the corner of 
Walker and Main Streets, right in the 
heart of the new district. The Fashion 
is building next door to Krupp & 
Tuffly. When the Fashion opens, it is 
understood that a leased high-grade 
shoe department will have space on 
the second floor. 

Just across the street Levy Bros. 
department store will be ready in June, 
while one block away Sakowitz Bros. 
will occupy five floors of the new Jesse 
H. Jones 35-story building. Previous 
to this, Sakowitz has carried only 
men’s shoes, but space in the new store 
has been leased by E. J. Sanders of 
New Orleans and Birmingham for a 
women’s high-grade shoe department. 





3 “College Slipper” 
Stores Opened in South 


BIRMINGHAM, ALA. (UTPS)—Three 
stores of the newly formed College Slip- 
per Shop have been opened in Birming- 
ham, Atlanta and Nashville. Other 
stores are expected to be opened in 
the near future in New Orleans, 
Charlotte, Jacksonville, Chattanooga 
and Memphis. : 

The new chain was organized here 
several weeks ago by Hubert Steele, 
formerly of all the All-America Shoe 
Stores, which operated in southern cit- 
ies. The stores will feature popular 
prices. 

The main office will be maintained at 
le aap at 1924 Third Avenue, 

orth. 


Philip Pecock Dead 


AprRIAN, Micn. (UTPS) — Word 
reached friends in the shoe industry in 
this city today of the death of Philip 
Pocock, p ent of the London Shoe 
Company, of London, Ontario, on Feb- 
ruary 28. Mr. Pocock was seventy- 
four years of age and had been promi- 
nent in Canadian shoe circles for many 
years. For his charitable work he 
was made a Knight of St. Gregory by 
Pope Benedict in 1918. 








Pond Succeeds Howe 


FLINT, MicH.—Elwyn Pond, shoe re- 
tailer of this city and president of the 
Michigan Shoe Retailers Association, 
last week was anvointed director of the 
National Shoe Retailers Association to 
fill the vacancy caused by the recent 
resignation of Irving B. Howe, Boston, 
former vice-president of the National, 
who is retiring from the shoe business 
to devote himself to extensive travel. 


Block Adds Fifth Store 
to Coast Chain 


PORTLAND, ORE. (UTPS)—Max H. 
Block has opened the fifth link in his 
chain of shoe stores, locating same in 
the Corbett Building, in the heart of 
the city. 

The Block business was born in 
Seattle only five yéars ago, but it has 
already extended to Tacoma, Spokane 
and Portland, with a second store in 
Seattle. The first year the firm did 
a $60,000 business, and the volume at 
the end of 1928 had jumped to over 


$500,000. 

Mr. Block’s father, H. Block, helped 
organize the business, but since his 
death in February, 1927, the son has 
carried on alone. 

The Block stores specialize in men’s 
and women’s low-priced footwear with 
three prices only, $3, $4 and $5. In 
addition a full line of hosiery for men 
and women will be carried. The Block 
chain is affiliated with 100 other shoe 
stores in maintaining a New York 
buyer. 


Wolfelt Bootery Closed; 


Jacobson in New Position 


Los ANGELES, CAL. (UTPS)—With 
the closing of C. H. Wolfelt Co., the 
Bootery, 611 West Seventh Street, A. J. 
Jacobson, former manager of the estab- 
lishment, has gone to San Francisco 
where he will be associated with the 
shoe store of Max Strencher at 231 
Geary Street. Mr. Jacobson formerly 
lived in the Bay City and has a host of 
friends who will welcome his return. 

The Bootery was bought out by the 
Western Shoe Company of which Emil 
Oleovich is president. 


C. H. Baker Shoe 
Stores Reorganized 


Los ANGELES, CAL. (UTPS)—Re- 
organization of C. H. Baker Shoe 
Stores, which operates a chain of re- 
tail shoe establishments in the Pacific 
Coast territory, has recently been per- 
fected. The company, which has five 
stores in Los Angeles and Hollywood, 
is now incorporated for $1,000,000, and 
is authorized under its charter to 
manufacture all types of footwear. No 
plans as to future activities other than 
general development of the retail 
stores has been forthcoming as yet. 
Directors in the new company are 
L. S. Farmer, M. R. Battorff, and 
V. E. Fay, all of Los Angeles. 









Light Colors Lead 
in Washington Shops 


WASHINGTON, D. C.—A survey of the 
style situation in Washington’s women’s 
shoe stores shows that colors are out- 
standing for Spring, with the lighter 
shades leading. 

At Rich’s water snake, neutral shades 
of gray and beige are good right now; 
colors like red, especially tomato red, 
will be used after Easter; patent leath- 
er is considered stanle: mat kid is par- 
ticularly good and should continue well 
into the season. In the more staple 
lines brown kid is selling in ties and 
straps. 

At Hahn’s F Street Store blondes 
predominate. Patent leather and black 
kid are good. Suedes are still selling 
in black and colors. 

Jack Rosenberg at the Hecht Com- 
pany reports a black kid opera pump as 
outstanding, water snake is still good 
and expects the lighter shades sunburn 
and blonde to be good for Spring. 

Henry Hirsh, Family Store, reports 
blonde good, with gray entirely out 
of the picture. Patent leather is an 
outstanding leather, with black kid sell- 
ing strong. In the more staple styles, 
black kid. 

Paul Holmes, Lansburgh & Brother, 
reports a step-in, gore effect and one 
strap in the order named as the best 
selling patterns; blondes are good, as 
are water snake and mat kid. Patent 
leather will continue good throuchout 
the season. 

James Gray, Woodward & Lothrop, 
savs blonde and sunburn are outstand- 
ing; patent leather and the new pastel 
shades are good. The new tomato red 
for an ensemble idea, also slate blue 
and French blue. Dark blue is out en- 
tirely. 

M. Richert, W. B. Moses & Company, 
revorts slate blue and sunburn will be 
featured in the lighter shades and a 
general run in the beige family. Com- 
binations in black satin, patent and kid, 
in opera pumps and one strap will be 


Arthur Burt, Inc. report the lighter 
shades of blonde and sunburn. water 
snake and reptile as vood for Spring. 
Light blue and light green should he 





Harris, Kinney Manager 


LEXINGTON, Ky. (UTPS)—H. D. 
Harris has succeeded L. R. West as 
manager of the Kinney Shoe Com- 
pany’s Lexington store. 

Mr. Harris graduated from Ken- 
tucky University, May, 1928, with an 
A. B. degree. During his school years 
here he worked in the Kinney store as 
an extra after school hours, thus 
financing himself through college. For 
the past year he has worked regularly 
and has just become manager. 


S. E. Directors to Meet 


BIRMINGHAM, ALA. (UTPS)-—A di- 
rectors’ meeting of the Southeast Shoe 
Retailers’ Association is to be held at 
the Ansley Hotel at Atlanta, May 14, 
to complete plans for the annual con- 
vention to be held at Atlanta, Aug. 12, 
according to Alexander Reiss, one of 
the directors. 
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POSITIONS WANTED 
LINES WANTED 

ALL 
ALL ents Brae 





4c per word. Minimum Charge 75c. 
4c per word. Minimum Charge 75c. 
OTHERS 
Je per word. Minimum Charge $1.25 
per inch. Allow 45 words to an inch 


Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 80 Federal Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 

Wheu advertisers desire answers to come in our 
twelve words must be allowed for address. 
vertisers desires replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 




















SALESMEN WANTED 


SALESMEN WANTED 











Salesman Wanted 


We want experienced salesman 
(residing in territory and owning 


auto) for poe of Texas to sell 
our line of women’s novelties—in- 
stock—$4, $5, $6 retailers. 

Our line is favorably known and 
established in the territory. 

Please give full information 
and references with application. 


Mose Cohen Shoe Company 
Nashville, Tenn. 


Salesmen Wanted 


with established trade in 
Texas, Michigan, Kentucky 
and Tennessee and Rocky 
Mountain States, to sell fast 
line in-stock ladies’ popular 
priced novelty shoes. Liberal 
commission. Good opportu- 
nity for big earnings. 
SHU-STILES, INC. 


1330 Washington Avenue, St. Louis, 
Missouri 


Salesman Wanted 


For several very desirable 
territories to sell fast line 
of Ladies novelty shoes 
carried in stock. Big pro- 
position. Liberal commis- 
sions. State experience and 
give references when ap- 
plying. 

Address B-23, care Boot and Shoe 


Recorder, 80 Federal St., Boston, 
Mass. 

















Experienced Salesmen 
We have the following territories open: 
Mississippi, Alabama, Louisiana, 
Tennessee, Iowa, Minnesota. 

An exceptional strong line of Women’s 
Novelties to retail from $4.00 to $6.00 
carried in stock in a big way in widths. 
Liberal commission basis with weekly re- 
mittances against orders. 

No objection if carried in connection with 
another non-conflicting line. Excellent 
opportunity. Address B-13, care 
Boot and Shoe Recorder, 80 Fed- 
eral St., Boston, Mass. 








Salesmen Wanted 


with established trade to carry 
in conjunction with non-con- 
flicting line a fast line of 
ladies’ novelty shoes carried in 
stock. Liberal commission. 
Big opportunity for real earn- 
ings for man with established 
trade. 


Address B-22, care Boot and Shoe 
Recorder, 80 Federal St., Boston, 








Hecse Slipper Salesman with following 
among Chain Department Stores and job- 
bers to carry America’s greatest slipper value, 
our leather sole A gy td can retail . $1.29 as. 
State fully orl Se ered. Six 
commission. “PRIN ESS.” 29 W. 17th BStreet. 
New York City, N. Y. 





RARE OPPORTUNITY—We are changing 
representatives in the saewieg states in 
which we have established trade: Arkansas and 
ndiana, Oregon and Washington, 
and Tennessee, City of 
Lou Want men to carry our line of 
n Stock Leather House Slippers as side line. 
Must live on terri and cover same close by 
=. Give full particulars in first letter. No 
eekly settlements against 
po oy received. twenty. men now successfully 
— line. Easiest selling commodity in shoe 
le today. Maid-Rite Corp. (Manufacturers), 

3 York St., Brooklyn, New York. 











SALES. to two samples of IN- 
Health shoes for Hospital 

and Home. use, in white and black kid. 

sition Can mention some 

users. The Company, Cincinna 




















WANTED—Energetic live wire young men, 

to carry as a side line in the states of 

Kansas, Nebraska, Iowa and Minnesota, our 

= known line of ae children’s shoes. 

TT complete Stock department 

y highest rate of yin. W. C. 
and Inc., Rochester, 





SALESMEN WANTED (for southern and 

= gg Mig for a very good line of 
clippers basis, as side line. 
BD. Golden, 1 16 West 22nd St., New York 
ity, N. 





SMoadoir S to carry manufacturers line of 
Shi Men who have earned 


rs yearly. Also shoe sales- 


A to a , peers as side line. Commission 
basis. Slip i, Inc., 649 Broadway, 
New Yi ver Cis ty 





ESMEN WANTED with established ter 
to a = _ ufactured line of fait, 
slippers MASTER- 
FELTs, a priced on attractive straight 
Ss. 


= = 
Freeman- 
Company, St. Paul, Minn. 
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SALESMEN WANTED 


LINE WANTED 


LINE WANTED 








SALESMAN WANTED—A factory eq ipped 
to offer unusual values in women’s novelty 
McKays wants live wire salesman to sell vol- 
ume trade in the east. Address B-19, care 
Boot and Shoe Recorder, 80 Federal Street, 
Boston, Mass. 





LIVE wire shoe salesmen wanted to sell to 
retail trade a popular priced line of wom- 
en’s novelties. Territories open: Pennsylvania, 
New Jersey and New York. es lvania man 
must reside near _ territory. eferences 

wired. Address B-20, care Best and Shoe 
Recorder, 239 W. 39th St., New York City, 





EXPERIENCED salesmen wanted for IIli- 
nois and Indiana. To sell exclusively our 
line of Women’s Stylish Arch Welt Shoes to 
retail from $6.00 to $7.50. In stock proposi- 
tion. Only salesmen with established trade 
need apply. Liberal commission with drawing 
account privilege. Best of reference desi 

Write direct to Ebner Shoe Company, 2636 
Fond du Lac Ave., Milwaukee, Wisconsin. 





SALESMAN for Western Michigan. Must 
reside on territory and travel by auto. Chil- 
Women’s Welts, McKays and 
Stitchdowns. Large stock department. Com- 
mission basis. Address B-25, care Boot and 
Shoe Recorder, 80 Federal St., Boston, Mass. 


dren’s and 





SALESMAN | for Ohio with exception of Cleve- 
land and vicinity. Must reside on territory 
and travel by auto. Children’s and women’s 
Welts, McKays and Stitchdowns. Large stock 
department. ‘Commission basis. Address B-24, 
care Boot and Shoe Recorder, 80 Federal St., 
Boston, Mass. 





POSITION WANTED 








A-1 salesman, seven years’ road ex- 
perience covering New England 
trade, with highly successful sales 
record, open for connection. Prefer 
a women’s medium-grade line. 
Large following. Can ag * immedi- 
ate results. Write Jo F. Smith, 


well and thoroughly covered. 
189 W. Madison St., Chicago, Il. 


LINE WANTED 


A good snappy quality line of women’s footwear for Iowa, Minnesota, North 
and South Dakota, now having established business, favorably and well 
known by the merchants for the past twelve years. 
and information to any manufacturer interested in having this territory 


Address B-16, care Boot and Shoe Recorder, 


Will supply references 











Line Wanted 


with lasts and patterns suitable for 
western trade in children’s and 
misses’ footwear. Have for years 
sold a good trade in central west 
territory between Pittsburgh and 
Wichita, St. Paul and Louisville, 
with headquarters in Chicago. 
Best of references available as to 
selling ability and merchant ac- 
quaintance. Address B-17, care 
Boot and Shoe Recorder, 189 W. 
Madison Street, Chicago, Iil. 








WANTED: By a combination of 
three experienced salesmen, a connection 
with a Shoe Manufacturer who can fill 
the requirements of the big retail trade. 
Can finance ourselves and will give our 
entire time to the right manufacturer. 
Address D-904, care Boot & Shoe 
Recorder, 189 W. Madison St., 
Chicago, Il. 





HOE Salesman, 20 years’ experience, 40 

years old. Married, desires connection with 
reliable manufacturer. Territory: Oklahoma, 
Texas and Kansas preferred. A. J. Wann, 
416 So. Osage, Ponca City, Okla. 





DISTRIBUTORS WANTED 








WANTED 


Suitable connections sought with exclu- 
sive distributors for Eastern, Southern 
and Western States. Apply direct to 
Ebner Shoe Company, Manufactur- 
ers of Women's Goodyear Welt Arch Sup- 
port Shoes, 2636 Fond du Lac Ave., 
Milwaukee, Wisconsin. 























718 Maple Avenue, Hartford, Conn. 








EXPERIENCED shoe man and executive de- 
sires to locate between Virginia and Florida 
as manager of Popular Priced or High Priced 
shop. xcellent window trimmer. Pleasing 
personality, best references. Address B-14, 
care Boot and Shoe Recorder, 80 Fecleral St., 
Boston, Mass. 





POSITION WANTED—Manager and buyer 
of ladies’ shoe department. en years’ ex- 
perience. Age 30. Geteoetic a! and ex- 
cellent salesman, ve K, -. Ist. Reply 
to B-21, care Boot ecorder, 80 F 

eral St. Boston, — 





TO LEASE 


T2 LEASE—Shoe section in leading general 
store in Wisconsin. llege town, 

tion 4500. Very attractive proposition to to live 
shoe man or chain store carrying medium 
priced shoes. Address B-18, care Boot and 
Shoe Recorder, 80 Federal St., Boston, Mass. 








FOR SALE 


FoR SALE—High grade, modern shoe shelv- 
ing, 27 sections jeauding dis: splay case and 

foot mirror, seven feet high, 113 feet long in 

three sections. Interchangeable, adjustable, 

mahogan finish (dull). Also complete set 

Italian aissance Period fixtures for two 
windows as new. Other equipment. 

Address: Kaltenecker’s, Wisconsin pids, 
Wisconsin. 








FOR RENT 





OPP ORTUNITY to lease long established 
Family Shoe Store = manufacturing Home 
District, La ond oom 


ree windows 
reasonable rent. Write J J. Myers, 5330 Center 
Ave., Pittsburgh, Pennsylvania. 


FOR RENT 


Wik os CONN. Store to rent, 18 x 

in one of the best locations in city. 
pad. Thom McAn. Rent $350. Julius 
Koss, 184 South Main Street. 








WANTED TO PURCHASE 








TO BE SURE THAT YOU RECEIVE 


THE VERY HIGHEST PRICES 


596 Broadway, New York, N. Y. 








Quick Cash Buyers 


Retail Shoe Stores—Stocks or Odds and 
Ends. Unexpired leases taken over. 
Phone or write. 


POSTER @ DEUTSCH 
436 Geand st. New York City 
Dry Dock 0352 














MERCHANTS’ NEEDS 








MERCHANTS’ NEED 








Window Decoration 
and maker of 
Artistic Price Tickets 
Latest in Imported and Domestic Roll 
Paper, etc. in Season. 
Samples mailed free on request. 
EMIL RUBLACK 
140-142 West Broadway 
Retablished 1903 New York 











LABELS 
SHOE CARTONS 


EXCLUSIVE BUT NOT Oxptngive 
SAMPLES UPON APQUESD 


69-27) LEXINGTON AVE. BREDELLYS. ch! 


AMERICAS GREATEST 
SHOE CARTON & LASSA Mepee. 


— 
DISPLAY |; 
FIXTURES 


RANKEL 


DISPLAY FIXTURE CO 


OF EVBRY |! 

: DESCRIPTION 4 | 

} i} Scnad for © ataloa } 

| . } 

ale { B 4 } 


193 SEVENTH AVE- NEW YORK 
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Oren fe: See Window Fabrics 
end Window Valances 


THE HECHT FIXTURE CO. 








288 Seuth Wells St. CHICAGO 

























































EYWOOD-WAKEFIELD Shoe 
Store Chairs give the utmost 
customer comfort in the smallest 
space. Our seating experts will be 
glad to help you on your require- 
ments, without any obligation on 


Vi 


NDOW 
DISPLAY FIXTURES 



























Mr. Crowther. Most witnesses are 
willing to admit, or do admit, that the 
tariff increases the price of the Amer- 
ican product that much; some people 
do not think the price of the American 
product is increased the whole amount 
of the tariff, but here you are main- 
taining that it is increased more than 
the amount of the tariff. 


Mr. McElwain. I claim this, that 
where there is a shortage of an ar- 
ticle in this country a protective tar- 
iff has its full play, and there is then 
a resultant increased cost not only of 
the foreign article but of the domestic 
article to the full extent of that duty. 
On the other hand, where we have an 
excess capacity for a given article in 
this country, it is my belief that a 
duty oftentimes does not increase the 
cost one iota. 


Mr. Crowther. The figuring in your 
brief is on the basis that because there 
is a duty everybody will take advan- 
tage of it, and it will add materially 
to the cost of the article as it passed 
from.one dealer to the other? 

Mr. McElwain. Yes, sir. 

Mr. Crowther. Until it becomes 
pyramided out of sight; is that true? 

Mr. McElwain. Yes; plus the fact 
that we have to definitely, under all 
conditions, import 40 per cent of the 
raw material which we use. 

Mr. Crowther. Would it not be pos- 
sible in your business to absorb a 


Hide Duty vs. Shoe Prices 


[CONTINUED FROM PAGE 51] 


ar deal of that 15 per cent your- 
self é 
Mr. McElwain. I should hate to. 

Mr. Crowther. Why, of course you 
would. We do not find anybody here 
that is wholly unselfish. 

Mr. McElwain. To be perfectly 
frank, I could not, without absolutely 
showing a deficit in our balance sheet. 

Mr. Crowther. Then you do not 


make— 

Mr. McElwain. We do not make 30 
cents a pair. 

Mr. Crowther. On shoes? 

Mr. McElwain. On shoes. 

Mr. Crowther. You do not make 30 
cents a pair? 

Mr. McElwain. We do not make 30 
cents a pair profit on shoes. 

Mr. Crowther. Who makes all the 
profit? What does a $12 pair of shoes 
cost? 

Mr. McElwain. Probably, if you 
were to make a careful analysis of the 
cost of manufacturing, you could not 
prove that there is over a 3 per cent 
net margin of profit made in this coun- 
try on shoe manufacturing, and the 
average price in this country is $3. 
That is 9 cents a pair. 

Mr. Crowther. I suppose that the 
shoe people have not paid any divi- 

; you have not had any stock 
dividends? 

Mr. McElwain. Some have, and 
darned good ones; and a lot have had 





nothing or not very much. 





Watersnake a Leader 
In Kansas City 


Kansas City, Mo. (UTPS)—Water- 
snake is one of the leading shoe ma- 
terials for spring wear according to 
Jay Jaffee, buyer for the Harzfeld shoe 
department here. Mr. Jaffee reports 
that the snakeskin sells heavily not only 
in gray and beige, but in blue, green, 











and purple. Color, he says,-is of chief 
interest to the shoe buyer this year, 
and his department offers a large va- 


ea! of it. 

id oxfords shown in a number of 
the pastel and deeper wine, blue, and 
purple shades, are perforated in con- 
trasting shades, and trim and heel fox- 
ing are carried out in keeping. These 
are winning favor for sports wear. 

Dull browns and blacks sell consis- 
tently says Mr. Jaffee and there is a 
call for’ gunmetal. Patent has once 
more become popular and is selling 
briskly. 

For evening wear, crepe shoes lead 
in Kansas City. These are shown in a 
variety of colors, black being heavily 
accented. Many of the more elaborate 
styles have embroidered vamps and sil- 
ver trimming. 

Mr. Jaffee believes that the cuban 
heel is growing increasingly popular. 
Patterns of shoes he says are as varied 
as they have been all winter, straps, 
operas and ties selling in about equal 
amounts. f 

Linen shoes give promise to redomi- 
nate over the p white shoes for 
summer and resort wear, says Mr. 


New Store Chartered 


BeacHwoop, OH1Io (UTPS)—Papers 
have been filed with the secretary of 
State chartering the Euclid “Y” Boot 
Shoppe, Inc., with a capital of $10,- 
000 for the purpose of dealing in all 
kinds of women’s, men’s and children’s 
footwear and hosiery. Incorporators 
are Maurice Goldstein, Mollis Hercik 
and Ruth A. Miller. 





MERCHANTS’ NEEDS 











Jaffee. 


Milbradt 
Ladders 


Made for 40 years 
by the original in- 
ventors. 


Made in al! styles 
to suit any shelving 
conditions. 


Get our price before 
placing your order 


Milbradt 
Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 
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BOOT AND SHOE RECORDER 


What is your problem? 


Use this coupon for 
catalogs, literature 
and information on 


Store Equipment 


and 


Specialty Merchandise 


The Merchants Service Depart- 
ment of the Boot and Shoe Re- 
corder furnishes gratis to sub- 
scribers information and sugges- 
tions on matters of store equip- 
ment and specialty merchandise. 


To dealers checking the coupon 
at side catalogs and literature will 
be sent by some of the leading 
manufacturers of the articles 
specified. 


To aid in finding just what you 
want, please inform us as fully 
as you.can regarding your re- 
quirements. 


Address Merchants Service Dept. 


BOOT AND SHOE RECORDER 
189 West Madison St. 
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(CD Advertising 

0 Advertising Cut Service 
C) Advertising Novelties 
OC Arch Supports, metal 


0 Bookkeeping System 

0 Backgrounds, Window 
() Carton Labels 

0) Carton Tickets 

C0 Counters 

0 Fitting Stools 

(CD Fixtures, Display 

() Fleral Decorations 

0 Foot Measuring Devices 


C0 Hosiery (state kind) 


C Interior Lighting 
(C0 Literature oa Leather 


C0 Arch Supports, non-metal 


0 Hosiery Display Fixtures 


C Leg Forms 

(C) Ornaments (Shoe) 
C Reflectors (Window) 
0D Riding Boots 

C0 Show Cards 

C Stock Record System 
CJ Store Seating Plans 
C) Show Cases 

(C0 Store Fronts 

C) Store Ladders 

(C Shoe Store Mirrors 
(C0 Souvenirs . 

C) Shoe Dressings 

(C0 Shoe Trees 

C Shelving 

CJ Window Lighting 

(C0 X-Ray Machines 
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The Boot and Shoe Recorder 


Serves in 


p rage More Shoes Sold Right; not only “more” but “right”; sold 
for the. right purpose, to the right wearer, in the right fitting, for the 
_ price, at the right profit. This is the great problem of the retail 

merchants. The chief purpose of Tue Boor ann Suoe Recorper 
is to help solve it; _ this is grt: basic problem upon which depends 
the progress of the entire allied industries relating to shoes and leather, 
their production and distribution 


In this Issue— 


LICENSING SHOE CLERKS?......... By David M. Barry............ 37 
Suggested Legislation. 


OPEN SHANKS LOoM Big.......... Sun Tanned Insteps ......... 38 
HANDLING THE CUSTOMER......... By O. K. Johnson.. .......... 39 - 
Who Wants Advice. (Second of 
a Series.) 
THE VOICE OF THE RECORDER...... ‘ Opinions of the Editor......... 42 
Hive Duty vs. SHOE PRICES....... Actual Testimony ...........<:44 


80 Cents a Pair Increase from ; s 
14 Per Cent Duty. 


MorRE OF THE ART MODERNE....... PION TOO 6 ea 66 ec 5k veda 45 
In Interior and Window Display. 


A Sryte SHow Every Day...... oe oe fe eens 48 
At Sanger Brothers. : 


Wuo’s WHO ON THE Roap........ By Helen’M. Haney .......... 59 
News of the Travelers. 


SHOE MERCHANT NEWS .......... About Retailers 
SHOE MARKET NEWS ............. About Manufacturers ......... 76 


- OTHER REGULAR: FEATURES. 





GETTING MORE 
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A buying guide to 


BOOTS AND SHOES 


Alden, C. H., Co., Abington, Mass........ 21 
Bancroft Walker Co., Boston, Mass....... 1 
Blog Shee Co., New York City........... 79 
Blue Ribbon Shoemakers, St. Louis, Mo... 34 
Bond Shoe Co., New York City........... 78 
Brooks Shoe Mfg. Co., Phila., Pa......... 79 
Brown Shoe Co., St. Louis, Mo.......... 55 


Cambridge Rubber Co., Cambridge, Mass., 
Front Cover 


Capezio, New York City..:............... 79 
5 aad Shoe Co., Milwaukee, 
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Churchill & Alden Co., Brockton, Mass 
4th Cover 
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Cohen, Samuel, Shoe Co., Boston, Mass.... 78 
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Merchants Shoe Co., Boston, Mass........ 73 
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ACext @Meek 


you will find 


in the 


Boot and Shoe 
‘Recorder 








ELIEVE 
England they are selling wide 


it or not, in merry 


one straps, which they term “bar” 
That term “bar” 
isn’t so bad at that. 


would be willing to wear the shoes 


shoes, for men. 


Many a man 


for the privilege of using the name. 
A little more sparkle is coming in 
men’s shoes. A brand new pattern 
has appeared. It had its origin in 
the Monk shoe abroad, 


shoe over here. 


termed the 


“Friar” 


ORDS, words, You 
will be interested in reading 
O. K. Johnson’s method of handling 


In this series 


words. 


the talkative customer. 
of articles this trained and logical 
shoe man analyzes the behavior of 
different types of customers. In the 
issue of the 23rd it’s the talkative cus- 
In the issue of the 30th he 
will discuss the customer who says 


tomer. 





nothing. 





















VULCO-UNIT 
BOX TOES 


W 


FOR SCHOOL AND 
PLAY SHOES 


Sie is essential today even in children’s 
school and play shoes... . Yet, above all... 
children’s shoes must be durable. At the 
toe ... where style is most evident . .. where 
the wear comes hardest ... Vulco-Unit Box 
Toes provide the ideal combination — 
lasting style and comfort together with 
rugged wearing qualities 


ww 


BECKWITH MANUFACTURING Co. 
Manufacturers of Vulco Products 
STATLER BUILDING . BOSTON, MASSACHUSETTS 
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